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Steel Users Plan 9-Mill. Ton Strike Insurance 


ARTHUR F. ROBINSON 


P.A.’s Astute Solutions. 
Tie for Top Honors In. 
2nd Pro-D Competition 


New York—Top-quality solu- 
tions from P.A.’s all over the 
country to P/W’s Pro-D Com- 
petition No. 2 again have re- 
sulted in a tie for first place. 
Co-winners pictured above are 


George D. Dyer, buyer, at Cru-| 
cible Steel Corp., Pittsburgh, and | 


Arthur F. Robinson, technical 
assistant in purchasing, Interna- 
tional Business Machines Corp. | 
General Products Div., San Jose, 
Calif. 

The fourth stage of the 
Pro-D Competition now is 
underway, with a case on 
(Turn to page 37, column 1) 


Panorama 


@ Import Competition is on the 
upswing as European and 
Japanese firms seek U.S. mar- 
kets. ‘Foreign Perspective’ on 
page 21 tells why. 


@ St. Lawrence Seaway boost- 
ers hope new port facilities, 
joint rail rates will build up 
disappointing traffic. See page 
18 for details. 


@ New Member Seminars help 
initiate neophyte P.A.’s into 
New York Assn. activities. 
Pro-D Section on page 8 de- 
scribes the program. 


@Auto Boomlet keeps car 
makers on overtime. ‘Detroit 
Perspective’ on page 26 notes 
barometers indicating rising 
auto production. 


When your management asks about the 


The Mathematics of Stee! Strike Insurance 


normal steel stocks, 


purchasing this incre- 


economics of laying in an extra supply of 
steel as strike insurance, this is what you can 
answer: 

@ Such a move is just about sure to add 
to your company’s expenses. 

@ Therefore a decision to buy strike-insur- 
ance steel should not hinge on higher costs 
—which are a foregone conclusion—but on 
this marketing question: Can we afford a 
stockout and thus embarrass, or lose, our 
customers? 

That's the sum and substance of some 
figuring a group of consultants and econom- 
ists did for PURCHASING WEEK this week. 


ment in six installments. 

2) That the carrying charges on steel (cost 
of possession) are around 18% a year, or 
1Y¥%2% per month. 

Mathematically you get these alternatives 
and added costs (in terms of a percentage of 
what you paid for the extra steel): 


1. No strike, no price increase... . 7% 
2. No strike, but a 3% price hike 
FL ee es eee 3V¥%2% 
3. Three-month strike, a 3% hike. 7% 
4. Strike, but no price increase. . . 7% 


If you add a two-month supply here are 


assumptions: 


would add a three-month 


In its calculations, the group made these 


1) That the average metal-using company 
supply to 


its 


your costs: 
1. No strike, no price increase.... 52% 
2. No strike, 3% price hike... ... 1’% 
3. Two-month strike, 3% hike.... 5Y%2% 
4. Strike, but no price boost..... 52% 


Import Listing Advised | 
In Govt. Contract Bids | 


Washington—The Comptroller | 
General has recommended that | 


|bidders on government contracts 


be required to submit detailed 
lists of foreign components in| 
their products. Object: to ease | 
the government’s task of deter- | 
| mining whether a bid should be 
i as domestic or foreign 
under the Buy American Act. 

| The opinion came last week in 
'a review of a $17.8-million con- 


| 


| 


New York—Cans, lead, and 
| silver paced a series of price ad- 
| vances in metal and metal prod- 
peer last week. Rising demand 

and higher labor and material 
‘costs sparked the price boosts. 
Here’s what happened: 


said they will hike prices by an | 
average ‘of about 2% on Jan. | 
in order to compensate for auto- | 
matic wage boosts under present | 


\labor contracts. 
@Lead. An increase in order | week. 


itract to Baldwin-Lima-Hamilton | 


| Corp. 
turbines for the John Day Dam 
(Turn to page 4, column 4) 


P. A.’s Key Role Stressed 
In Nuclear Survival Plans 


Bristol, Pa. — Purchasing’s 
key role in planning for survival 
after nuclear attack highlighted 
an industrial civil defense seminar 
attended by some 200 business 
/executives at the Rohm & Haas 
Co. plant here last week. 

The purchasing man’s spot in 
| the preparedness picture was por- 
| trayed as that of setting up sup- 


‘ply lines able to function after | 


/an atomic attack. And for com- 
panies interested in fallout shelter 
construction, Rohm & Haas 
showed off its new $400,000 
shelter and gave details on its 


construction and equipment costs. | 


The day-long meeting, which 


drew top management representa- | 


tives from large and small plants 
from throughout the country, | 


to supply 15 big hydro} moved to halt the drain on the | 


‘volume enabled domestic pro- 
ducers to raise the price of lead 
%4 ¢/lb. to 10% ¢. 

@Silver. President Kennedy 


Treasury Dept.’s silver stocks by | 
ordering the department to stop 
making sales. Price of silver in 
New York immediately shot up 
from 9136 ¢/oz. to $1.00% ¢/oz. 
© Tantalum. Two producers of 
tantalum products raised prices 
10% to 20% in order to cover 
rising ore costs, which about 
doubled during the past year. 
@Scrap. An increase in in- 
(Turn to page 37, column 2) 


‘Pulltop’ Can Introduced 
Bala Cynwood, Pa.—A tear- 


developed by the Can Top Ma- 
chinery Corp. along with a spe- 


Rising Demand, Higher Costs Spark Price Hikes 
On Lead, Silver, Cans, Other Metal Products 


Want to Build Up Total 
Stocks to 18-20 Mill. 
Tons Before Mid- 62; 
Smaller Than in ‘59 


ning on a steel buildup—but it 
will be a good deal less than in 
pre-strike 1959. First of all, we’re 
not betting on a long strike. Also, 
we doubt whether any significant 
price rise is in the offing.” 

That’s the way the purchasing 
vice president of one of the na- 
tion’s largest equipment makers 
sums up his current plans for 
1962 steel purchases. These plans 
may change, of course, but as 
of now he just about typifies the 
feelings of a sizable portion of 
the rest of the nation’s steel buy- 
ers who in seven months will be 
facing another steel labor con- 
tract deadline. 

Last week PURCHASING WEEK 
queried some 150 steel buyers in 
14 major industrial centers on 
their 1962 steel buying plans. 
Consensus of their replies em- 
phasized these points: 

@ Most buyers who admit to 
stockpiling plans are shooting for 
a 60- to 90-day production back- 


Chem Industries Show 
Spotlights Automation 


ment 
® Metal cans. Two producers | latest array of products designed | 18- 


New York—Chemical equip- 
makers rolled out their 


| log by next June. In 1959, many 
steel users had four-month stock- 
piles that saw them through the 
116. day strike. In short the 

| buildup this time will be to about 
to 20-million tons versus 


| to cope with increasing processing | the almost 25-million ton inven- 
temperatures and pressures and|tory on hand at strike deadline 


more corrosive materials at the | last time. 


Or to put it still an- 


| 28th edition of the Chemical In-| other way: Steel users will be 


dustries 


| 
| 


Exposition here 


Standardization and automa- | 


tion also came in for much atten- | 


tion as 535 exhibitors showed a 
record number of new products 
to an estimated 35,000 repre- 
sentatives of the chemical indus- 


‘try. 


off metal can top that eliminates | 
the need for an opener has been | 


cial machine for making the tops. | 


|Standard canning units can be 
used to attach the tops. 

The lid consists of a semi- 
perforated top containing a lift- 
ing tab and a thin foil inner 
liner attached by an adhesive. 
The user pulls the tab, breaking 


was sponsored by the National | off the perforated top and rup- | 


| (Turn to page 4, column 3) 


(Turn to page 38, column 4) 


| 


James S. Locke, vice president 
of Minneapolis-Honeywell, pre- 
dicted no letup in spending for 

(Turn to page 39, column 1) 


last | 


adding up to 9-million tons to 
|the stocks they now carry. 

®@ Most steel buyers say they 
haven’t begun to increase pur- 
chases yet except to meet rising 
production schedules. Thus, siz- 
able hedge buying is not sched- 
uled to start until January or later 
in the quarter. 

@A_ generally better supply 
outlook due to greater mill pro- 
duction capacities, a somewhat 

(Turn to page 38, column 1) 


Purchasing Week’s 


Purchasing 


Perspective 


delegation of major steel buyers from throughout the country 
will meet in Pittsburgh this week for some face-to-face con- 


versations with top executives 


in the industry. They hope to 


obtain: 1) some clues as to the probable course of next year’s 
labor negotiations, and 2) a rundown on the current and future 


supply and delivery outlook. 


Here are some of the points that will be stressed: 
@ Now is hardly the time to predict whether there will or will 


not be a strike. Current pseudc- 


expert comments now making the 


rounds—such as “absolutely no more than a 20-day walkout”— 
are just as authoritative as a $2 bet on a 30-to-1 shot at the race 
track. The one thing certain is that bargainers for both sides 
already are doing their homework, preparing reams of statistics, 


publicity statements, and tentat 


ive trial balloons. The big bar- 


gaining table issues: Wages, hours, jobs, and—of course—prices. 
(Turn to page 37, column 4) 


105 


Week 
Ago 


Year 
Ago 


Latest 
Week 


100 


Purchasing Week Industrial Materials Price Barometer 


This index, hased on 17 bask moterials, was especially 
designed by the McGraw-Hif Department of Econornics. 
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This Week’s Commodity Prices 


Nov. 29 Nov. 22 Year % Yrly 


METALS 

Pig trom, Bessemer Pitts.. Toes tOM.....cecccssscees 67.00 
Pee ion, basic, Valley, SrOss tom. ......scecvccscces 66.00 
ee ne. OE Coc ec ee cress ewnwenes 80.00 
Steel, structural shapes, Pitts., cwt........sccccseees 5.50 
Steel, structural shapes, Los Angeles, cwt............ 6.20 
rr ee ec cess sb eer evedoes 5.98 
i ks Coke k ease vsed acer eaes ex 5.675 
 , ON, GUNG, occ ccccvscccevesseeceses 5.30 
Rs Giese seca r el eeea bi ebeees~es 24 
Secondary aluminum, #380 Ib...................- 212 
Copper, electrolytic, wire bars, refinery, Ib........... .306 
I Rs once vec bae8 068 e008 ce ene .493 
i I UR sac deo cde cieiceaee seeereese .103 
Nickel, electrolytic, producers, Ib.................-. 813 
Ce SE er rr eee 1.219 
Zinc, Prime West, East St. Louis, Ib................ ALS 
FUELS 

Fuel oil #6 or Bunker C, Gulf, bbl................. 2.20 
Fuel oil #6 or Bunker C, N.Y., barge, bbl........... 2.62 
Heavy fuel, PS 400, Los Angeles, rack, bbl.......... 2.10 
Lp-Gas, Propane, Okla., tank cars, gal. (incl. discount) 035 
Gasoline, 92 oct. reg., Chicago, tank car, gal......... All 
Gasoline, 84 oct. reg., Los Angeles, rack, gal......... 108 
Kerosene, Gulf, Cargoes, gal.............0.-.0.00: .098 
Heating oil #2, Chicago, bulk, gal................. 093 
CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton........ 94.50 
Benzene, petroleum, tanks, Houston, gal............. 31 
Caustic soda, 76% solid, drums, carlots, cwt......... 4.80 
Coconut oil, inedible, crude, tanks, N.Y. Ib.......... oan 
Glycerine, synthetic, tanks, Ib...................0.. .248 
Linseed oil, raw, in drums, carlots, Ib............... 188 
Phthalic anhydride, tanks, lb............-..++-.-.. 15 


Polyethylene resin, high pressure molding, carlots, Ib. . 
Polystyrene, crystal, carlots, Ib............sccccccce 18 


Rosin, W.G. grade, carlots, fob N.Y. cwt.......... 5 
eet 
Soda ash, 58%, light, carlots, cwt................05. 1.55 
Sulfur, NO Sree 23.50 
Sulfuric acid, 66° commercial, tanks, ton............ 22.35 
Tallow, inedible, fancy, tank cars, N.Y. Ib........... .055 
Titanium dioxide, anatase, reg. carlots, Ib............ 255 
PAPER 
Book paper, A grade, Eng finish, Untrimmed, carlots, 

ORS nore free re roe nner ae eee ee 17.75 
Bond paper, #1 sulfite, water marked, 20-lb, 16-carton 

lots, cig dina sol Ga uMehina GKGLt ee OSES EP OO EAE OK 0 25.20 
Chipboard, del. N.Y., carlots, ton................5. 100.00 
Wrapping paper, std. Kraft, basis wt. 50 Ib rolls...... 9.50 
Gummed sealing tape, #2, 60 Ib basis, 600 ft. bundle. . 6.30 
BUILDING MATERIALS 
Cement, Portland, bulk carlots, fob New Orleans, bbl. . 3.65 
Cement, Portland, bulk carlots, fob N.Y., bbl......... 4.20 
Southern pine, 2x4, s4s, trucklots, fob N.Y., mftbm.... 107.00 
Douglas fir, 2x4, s4s, carlots, fob Chicago, mftbm. .... 123.00 
Spruce, 2x4, s4s, carlots, fob Toronto, mftbm......... 83.00 
Fir plywood, %” AD, 4x8, dealer, crid, fob mill, msf. . 60.00 
TEXTILES 
EE RS Oa -138 
Cotton middling, 1”, N.Y., Ib...................... 356 
Printcloth, 39”, 80x80, N.Y., spot, yd............... 178 
Rayon twill, 40%”, 92x62, N.Y., yd................ 215 
Cotton drill, 1.85. 59”, 68x40, N.Y., ee .375 
esc ccs cscanccsssec...., 1.610 
HIDES AND RUBBER 
Hides, cow, light native, packers, Chicago, Ib......... 215 


271 


(Price sources include: Coal Age, E&MJ Metal and Mineral Markets. 


Platts Oilgram Price Service.) 
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tion $6 a year in U. 8. A. 
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Vudge Index Up 


MAY to JULY ane iy a “ov DEC 


1961 


Ste Nae ae 


Purchasing Week’s 


Price Perspective 


Ago Change | 
67.00 0 
66.00 0 
80.00 0 | 
5.50 oO | 
6.20 0 | 
§ 97 - 1 
5.675 0 
5.30 o | 
| 
26 ae 
23 - 78 | 
296 3.4 | 
493 0 
120 14.2 | 
74 + 9.9 | 
1.020 +19.5 
Pi s. —11.5 
2.30 4.3 | 
2.62 0 
2.05 2.4 
045 —22.2 | 
126 12.7 
105 + 2.9 
09 8.9 
095 2.1 
94.50 0 
34 8.8 | 
4.80 0 
.143 —16.1 
.293 -15.4 
159 418.2 
185 —18.9 
275 0 
18 0 
18.10 —27.3 
31 0 | 
1.25 0 
3.50 0 
22.35 0 | 
06 — 83 | 
255 0 | 
7.73 0 
25.20 0 
100.00 0 | 
9.50 Oo | 
6.60 — 45 | 
3.65 o | 
4.20 0 
118.00 — 
129.00 =a | 
82.00 ‘ os 
68.00 —11.8 
.148 — 6.8 
as +-10.2 
.179 — 6 
By aed 
36 t- 4.2 
1.490 + $8.1 
.170 +26.5 
.292 — 7.2 
Engineering News-Record, 
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| NVENTORY INHIBITOR—Current steel buying plans point up the 
growing importance of inventory taxes in holding back end-of-the-year 
purchases. 

Many firms queried in PURCHASING WEEK'S new steel survey say that high 
“floor taxes” will keep them on the sidelines for the next few weeks, with 
hedging only getting started after the first of the year. 

That’s in sharp contrast to three years ago. P.A.’s—faced with a similar 
strike threat in November and December of 1958—were ignoring end-of-year 
taxes. In fact, stocks rose considerably over those months. 

* 2 o 

THE BIG QUESTION: Why the caution now? These taxes have been on 
the books for a long time now. 

Probably a combination of factors is behind the new trend. First, there’s 
greater availability of supplies, which permits a dropping out of the market 
for a month or two without fear of supply dislocations. 

Possibly even more important is the profit squeeze. With margins razor 
thin, management is leaving no stone unturned in an effort to bolster profits. 
And they’ve hit a fertile field in inventory taxes. 

In Detroit, for example, firms have to pay two taxes on inventories—one 
levied by the city and the other by the county. Detroit rates are $44.334 
per $1,000 of inventory assessed at 75% of book value. In addition, Wayne 
County levies $7.191 per $1,000. 

In some instances, whole states are affected. Texas, for example, has a 
4% floor tax on December inventories. Thus, the smaller the December 
inventory, the higher the profit. One Texas P.A. begins his inventory reduction 
in October and even ships some goods to a Florida branch, which doesn’t 
have the tax, in order to reduce December inventory. 

Another factor in the reluctance to stock up before year-end is the annual 
financial statement that many firms release as of Dec. 31. They like these 
statements to show big cash balances—and one of the easiest ways of doing this 
is by paring inventories. 


CARRYING COSTS—P. A.’s planning on an inventory buildup next year 
can now be reasonably certain of steady interest charges. 

A few months ago it had been feared that these costs, which have been 
averaging out at between 5% and 6% a year, would be heading up by 1962. 

Not so now. Walter Heller, chairman of the President’s Council of Economic 
Advisers, sums up the new feeling quite clearly by noting that he regards the 
“outlook for the continuation of the present policy of the Federal Reserve 
Board of monetary ease to be very good.” 

Recent monetary moves back up his statement. Just last week commer- 
cial banks’ free reserves (a measure of lending power) soared to $620-million. 
That’s in sharp contrast to experience in the last business recovery (1958-59) 
when free reserves at the comparable period had dwindled to just about zero— 
a drop of nearly $550-million in less than six months. 

Why the change of heart? Experts say it’s due to disappointing production 
figures of the past few months. They say it’s convincing the nation’s money 
managers that continued low rates are needed to put more zip into the business 
pickup. 

ze # & 

PLAYING IT TWO WAYS—While Russian commodity dumping in oil, 
lead and zinc continues unchecked (see story page 17), the Reds are quietly 
at work disrupting markets by the exact opposite technique: Withdrawing sup- 
plies where Free World shortages crop up. 

Tin is a case in point. In 1959, during a period of tin glut, the Soviets 
shipped 13,000 tons to the Free World. This year, when supplies are short, 
it’s doubtful that shipments will even hit 5,000 tons. 


Circulation, and Advertising Offices: 
Y. Subsacrip- 


Executive, Editorial, 
Second-class postage paid at Albany, N. 
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Washington—The cost of liv- 
ing hit another record high in 
October. 

The Bureau of Labor Statistics 
said its index for the month was 
128.4, up .1 point from the pre- 
vious month. However, the rise 
of .9% since last year was the 
smallest October-to-October gain 
in the past six years. 

Seasonal factors were held 
largely responsible for the Octo- 
ber increase. 

For the most part, the higher 
prices were centered in these| 
categories: 

® Automobiles — The new 
1962 models cost 3.2% more 
than the 1961 models sold in 
September. List prices read much 
the same, but dealer discounts 
were much Jess on the new 
models than they had been on the 
1961 closeout sales. 

@ Clothing — New fall lines 
were priced .3% higher. 

@ Fuels—lIncreases in coal and 
fuel oil added to the seasonal 
boosts which more than offset 
seasonal declines in gasoline and 
fresh fruit and vegetable prices. 

Housing costs also edged up, 
with small increases in rents, 
maintenance, and repair costs. 


Price Briefs 


Imported naphthalene—Prices 
for crude naphthalene imports, 
which have been drifting down 
steadily in recent months, fell a 
sharp %¢ to 6¢/Ib. on the heels 
of price paring in end use prod- 
ucts such as phthalic anhydride 
and several plasticizers. 

White lead basic sulfate and 
oxides—Lower primary metal 
costs brought white lead basic 
sulfate tags down 1'2¢/Ib. to 
1S¥%2¢/lb. in carlot quantities. 
This reduction was followed by 
cuts to 1%¢/lb. in prices for 
leaded zinc oxides where dry 
white lead basic sulfate is an im- 
portant material cost. 

Mercury—A pickup in indus- 
trial consumption of mercury 
caused a boost of $1 per 76-lb. 
flask, reversing a price decline 
that had Jasted for more than a 
year. The new 76-lb. flask price 
is $188. 

Finished cotton fabrics—A 
price increase of 1¢/yd. for work 
and sportswear fabrics followed 
boosts of I¢ and 1'4¢/yd. for 
solid and print cotton flannels 
last week. Corduroy went up 
2¢/yd. the previous week. 

Bismuth and lead tellurides 
Alloys unlimited is quoting prices 
of under $50/Ib. for large quan- 
tities of lead and bismuth tel- 
lurides bringing tags for these 
basic materials used in the pro- 
duction of thermo-electric de- 
vices to about one-third of their 
recently quoted $150-$400/Ib. 
range. 

Mobile transformers and mo- 
bile substations—General Elec- 
tric increased prices for its mo- 
bile substations and mobile 
transformers by 4% to 8%. 

Tools and dies—Low industry 
capacity points to higher prices 
ahead for tools and dies. Cur- 
rent low prices have dropped a 
number of producers out of the 
market, and the = anticipated 
pickup in orders this winter is 
expected to strain existing facili- 
ties. 
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October Cost of Living Hits Peak; 
Decline Predicted for Early 1962 


Payrolls, many of which are 
tied to the index, also went up 
slightly in October. Over the past 
year the buying power of factory 
workers, adjusted for the increase 
in consumer prices, advanced 4% 
to a new record high. 

According to Ewan Clague, 
commissioner of the Bureau of 
Labor Statistics, the outlook for 
consumer prices is for a “drift 
sidewards” in November and 
December, and declines next 
January or February. 


Steel, #1 hve divd Pitt, ton 
Steel, #1 hv, divd Clev, ton 
Steel, #1 hv, divd Chic, ton.............. 
Copper, #1 wire, dir buy, fob NY, Ib... .. 


Copper (hv) & wire mix, dir buy, fob NY, Ib, 


Brass, light, dir buy, fob NY, Ib..... ‘ 
Brass, hv yellow mix, dir buy, fob NY, Ib e 
Alum (cast), mixed, dir buy, fob NY, Ib 


Alum (sheet), old clean, dir buy, fob NY, lb, 


Zinc, old, dir buy, fob NY, Ib 
Lead, soft or hard, dir buy, fob NY, Ib. . 
Rubber, mix auto tires, dlvd Akron, ton 


Rubber, synth butyl tubes, East, divd, Ib... 


Paper, old corrug box, dir, Chic, ton 
Paper, #1 mixed, dir, NY, ton 
Polyethylene, clear, dir, NY, Ib 


This Week’s Scrap Prices 


Year % Yrly 


Ago Change 
2700 +259 
25.00 +240 
25.00 +160 
22 4.5 
20 5.0 
10 = +4-20:0 
118 | 186 

09 0 
085 59 

03 0 
078 24.1 

11.00 0 
063 -+|-15.9 
15.00 20.0 
1.00 |.200.0 
10 60.0 


Leeds & Northrup Hikes 
Some Instrument Prices 


Philadelphia—Leeds & North- 
rup Co., electronic instrument 
manufacturers, have announced 
a number of 5% price boosts for 
certain instruments “because of 
rising costs.” 

Increases affect L & N Speedo- 
max type G recorders; controllers 
for cell assemblies, gas analysis 
and electrolytic conductivity 
measurements; and certain heat- 
treating furnaces 

Other products in the Leeds & 
Northrup line were not affected 
by the increases announced by the 
company. 


Give fragile and high-value shipments the extra 
protection of MAYFLOWER “AIR-RIDE” vans 
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Mayflower ‘‘Air-Ride”’ suspension on its 
vans absorbs shocks and vibrations. 


America's Most Recommended Mover 


@ Fragile, sensitive products, prototype exhibits, all your high-value shipments 


call for extra precautions. Modern Mayflower vans with “Air-Ride” provide riding 


qualities unequalled by ordinary equipment. Special Mayflower vans also feature 


higher, wider doors and greater safety of new Acroquip nylon strap tie-ofls, They 


can be double-decked and have specially-engineered auxiliary floors. Manned only 


by veteran “Accredited” yan operators and backed by America’s number one dis- 


patching, Mayflower equipment is versatile enough to handle moves of high- 
value commodities and show exhibits in addition to household goods. All this 
is most efficiently and satisfactorily accomplished by trucks and the ever-expand- 


ing trucking industry. 


AERO MAYFLOWER TRANSIT COMPANY, INC. « INDIANAPOLIS, INDIANA 
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Purchasing Week’s 


Washington Perspective 


he outlook now is for sharp spending increases for federal 
procurement and for research and development in 1963. 

The Kennedy Administration is putting the finishing touches 
on its defense budget for the year beginning next July |. It has 
virtual assurance that it will get all it wants in the way of money 
—maybe even more—as it did this year. This is the way it breaks 
down at present: 

The Administration will seek some $2-billion more for pro- 
curement than the $16.9-billion Congress voted this year. The 
R&D request will be at least $500-million more than the current 
$5.2-billion appropriation. 

The aircraft procurement budget will be altered heavily, with 
a sharp reduction in purchase of combat planes but a step-up in 
purchase of transports and development of fighter-bombers. 

New missile orders will rise, particularly for the solid-fueled 
Minutemen and Polaris. There probably will be a slow-down in 
Atlas and Titan contracting. Shipbuilding contracts will remain 
at about this year’s level, while procurement of ordnance equip- 
ment, vehicles and other army combat equipment will be jacked 
up. Most of the new contracts will be let during fiscal 1963. 

a * « 

An attempt to standardize cargo cages for improved handling 
of small shipments is underway. Committee of the American 
Trucking Assns. has invited suggestions from those now using 
such cages—wheeled pallets with wire mesh _ enclosures 
in an effort to find a standardized cage that could be interchanged 
among truck lines. Small shipments thus could be handled with- 
out unpacking or repacking at transfer points. 

In other action the ATA is pressuring the Small Business Ad- 
ministration to broaden the eligibility of trucking firms for small 
business loans. Small truckers have difficulty obtaining credit to 
finance purchases of new equipment and to underwrite expanded 
operation. ATA wants motor carriers with gross revenues of up 
to $10-million to be made eligible for loan consideration. The 
present limit is $3-million. 

« & 8 


President Kennedy has won some labor support for his foreign 
trade policy proposal. But the support was not unexpected. Nor 
does it portend solid backing by organized labor. The situation is 
much too complicated. 

Initial support, for example, comes from the International 
Assn. of Machinists, more of whose members produce goods 
for export than work in industries damaged by foreign competi- 
tion. Even so, individual delegates to the IAM conference in 
Washington last week voiced a number of vigorous protests to 
Kennedy’s free trade goals. In the beginning at least, they say, 
freer international movement of goods will cost them jobs. 

The conflict represents a preview of the Congressional battle 
that is bound to take place next year. [AM concedes that (1) re- 
laxation of international trade barriers is essential to the national 
interest and (2) industries and workers hurt by foreign competi- 
tion cannot be helped by quotas, tariffs or other artificial barriers. 

What is necessary, it says, is government aid in retraining dis- 
placed workers, federal loans to help communities and industries 
diversify, and similar trade adjustment devices. The Adminis- 
tration plans such moves as part of its foreign trade package. 
Without them, it is extremely doubtful that many unions would 
accept the free trade proposals. And without union support, it 
has little chance in Congress. 

George W. Ball, Under Secy. of State, outlined the liberal trade 
proposals to GATT member nations as tariff-cutting sessions re- 
sumed in Geneva. Foreign reception was as might be expected— 
good. 


a . 

The government’s suit against Ford’s acquisition of Autolite 
throws new light on the Administration’s antitrust policy. The suit 
came as something of a surprise to Ford officials who had looked 
on last April’s acquisition as simply a move to put the firm in 
better competition with General Motors. 

The Justice Dept. disagrees. Its complaint outlines what it 
considers a clear-cut exposition of anti-competitive results of 
Ford’s entry into the spark plug and battery business. Before the 
acquisition, Ford purchased its spark plugs from Champion. The 
government contends the move lessens competition in auto parts 
generally and fosters similar acquisitions in the key auto industry. 

The complaint against Ford means that all three major auto 
makers now have come under antitrust attack this year. Chrysler 
has been charged with dealer coercion. GM is charged with driv- 
ing competitors out of the railroad locomotive business and with 
illegal dealer relations. There still are indications that Justice has 
under careful scrutiny the Ford-Philco merger. 

This last is the nub of the Administration’s policy. Chances of 
a Ford-Philco complaint from Justice are slim—if for no other 
reason than it would be extremely difficult to make an antitrust 
case out of it. There is little antitrust implication in diversification, 
and virtually no legal precedent. 


P.A. Role Stressed in Nuclear Survival Planning 


(Continued from page 1) 
Institute for Disaster Mobiliza- 
tion. 

Richard Hellman, chief econ- 
omist for the Commerce Dept.’s 
Business and Defense Services 
Administration (BDSA), said a 
primary way P.A.’s can plan for 
the postattack period is to com- 
pare supplier plant locations and 
likely target and fallout patterns. 

The industrial P.A., Hellman 
said, should prepare a chart list- 
ing all raw materials used in his 
firm’s products and the plants 
where they are produced. Al- 
ternative sources of supply should 
also be listed. 


Narrowing the List 


This chart should then be com- 
pared with a bomb pattern and 
fallout maps (available from the 
Joint Congressional Committee 
on Atomic Energy) showing 
areas most likely to be hit by 
an atomic attack. All supplier 
sources in the devastated areas 
should be crossed off, leaving 
P.A. with a list (often scanty) of 
the raw materials sources still 
available after an atomic attack. 

It then becomes the P.A.’s 
responsibility to seek out alterna- 
tive sources of supply and to 
work with other members of 
management to find out “what 
raw materials you can do with- 
out and what products you can 
substitute or modify,” according 
to Hellman. 

The top management officials 
attending the session also heard 
reports on the effects of atomic 
attack and the Defense Dept.’s 
civil defense plans. 

The meeting featured a tour of 
1,700-man fallout shelter Rohm 
& Haas built for its Bristol em- 
ployees. The firm also construc- 
ted shelters at its plants in 
Bridesburg, Pa., Knoxville, 
Tenn., and Houston, Tex. 


$300 Per Person 


John C. Haas, vice president 
for purchasing at Rohm & Haas, 
said the Bristol shelter, of rein- 
forced concrete, cost $400,000. 

Such a shelter costs about $300 
per person—one third for con- 
struction of the shelter itself, the 
rest for the power, sanitary, ven- 
tilating, radiation and communi- 
cations equipment. A two-week 
supply of food and medicine 
costs an additional $230 per per- 
son. 
“Actually this is a one-shot 
deal,” Haas said. “Once you've 
done it, you’re through. You 
get the specifications and then 
go out and get the material just 
as you would if you’re putting 
up a new building for any ordin- 
ary purpose. 

“When you have a firm with 
an annual purchasing volume of 
$20-million or so, $400,000 for 
a fallout shelter is just a drop 
in the bucket,” Haas said. 

But setting up supply lines and 
building fallout shelters are 
merely two steps in industrial 
CD planning, said William 
Baumer, of Johnson & Johnson, 
New Brunswick, N.J., chairman 
of the mobilization institute. 

Other steps include selection 
of an alternative plant site, pro- 
tection of records and provision 
for succession of corporate of- 
ficers. 

Hellman also emphasized that 
civil defense planning shouldn’t 
be done at the detriment of cur- 
rent, peacetime operations. 
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CONVERTIBLE CAFETERIA: Peacetime use of fallout shelter is pleasant 


luncheon at Rohm & Haas Knoxville, Tenn., plant. 


Murals on walls 


help make room less forbidding should use as shelter be necessary. 


Coal Producers and Oil Men Clash 
Before Congress on Resid Imports 


Washington — Coal and oil 
protectionists clashed before two 
forums in Congress last week, 
and indications were that the 
Kennedy Administration would 


Listing of Imports Urged 
By Comptroller General 
In Federal Contract Bids 


(Continued from page 1) 
being built on the Columbia 
River. 

The tentative contract award 
was challenged by Allis-Chalmers 
Mfg. Co. which disputed B-L-H’s 
estimate that only 42.7% of the 
turbine work would be done in 
Japan. Allis-Chalmers claimed 
more than half would be done 
abroad, and that therefore B-L-H 
should be considered a foreign 
bidder and that Allis-Chalmers 
should be granted a 6% differen- 
tial under the Buy American Act. 

Comptroller General Joseph 
Campbell substantiated B-L-H’s 
claim that less than half the work 
would be done in Japan—in fact 
only 38% by the agency’s esti- 
mate. But he also agreed with 
Allis-Chalmers that all bidders 
using foreign parts should be re- 
quired to submit detailed lists of 
all components supplied by for- 
eign sources as part of the bid. 
Procuring agencies, he added, 
“should set up policing proce- 
dures” to assure that contractors 
do not use more foreign parts 
than they list. 

The comptroller also upheld 
the executive order of 1954 
which allows up to half the 
components of a product to be 
foreign without disqualifying a 
bid as domestic. He said the Buy 
American Act deliberately left it 
up to the executive branch to 
determine what constitutes a for- 
eign or domestic bid, even though 
the act says “substantially all” 
of an item should be manufac- 
tured in the U.S. 

Allis-Chalmers Vice Pres. B. 
E. Smith said this decision would 
“probably” force Allis-Chalmers 
to begin producing abroad or 
buying foreign components in 
order to compete, not only on 
turbines but on power and farm 
machinery as well. Smith accused 
Campbell of “sidestepping” the 
key question of how far the ex- 
ecutive branch can go “in inter- 
preting or changing” the Buy 
American Act. 

Campbell also said that even if 


B-L-H’s bid had been found to} 


qualify as “foreign,” the company 
would still have won the contract 
since its bid was 14% under that 
| of Allis-Chalmers. 


stall on making changes in the 
present system of import con- 
trols. 

Despite demands for a reduc- 
tion in oil imports from Con- 
gress, advocates of a more lib- 
eral oil trade policy seem to have 
taken command in the Adminis- 
tration, where a hot debate on the 
future of oil import controls also 
is in progress. 

In Congress, Rep. John H. 
Dent, (D-Pa.), whose labor sub- 
committee has been studying im- 
ports and their impact on the 
U.S. labor market, steered his 
inquiry back to the subject of 
oil. Meanwhile, Rep. Tom Steed 


(D-Okla.) went into a second 
week of hearings by a_ small 
business subcommittee on the 


effectiveness of present oil im- 
port controls. 


Administration Opposition 


In the Administration, Inte- 
rior Secy. Stewart L. Udall’s 
plan to aid U.S. oil producers by 
reducing crude oil imports hit 
solid opposition from White 
House, Defense, State and Com- 
merce Dept. officials. The Ad- 
ministration’s oil import policy 
was left in a state of uncertainty. 

Coal interests have argued for 
continued restrictions on residual 
fuel oil, and oil producers of the 
Southwest have insisted on 
tighter restrictions against crude 
oil imports. Committee mem- 
bers generally have supported the 
coal and oil producers’ spokes- 
men. 

What has happened is that 
Udall’s proposal to cut crude oil 
imports east of the Rockies by 
about 50,000 bbl./day has met 
resistance from Defense Dept. 
aides, who say it raises their an- 
nual fuel bill unnecessarily. For- 
eign policy advisors also ques- 
tion whether antagonizing oil 
producing countries such as 
Venezuela is worth the price. 

Reports of bitter infighting in 
the Administration, and the neg- 
ative tone of testimony before 
the Steed committee from wit- 
nesses of the State. Defense, and 
Commerce Depts., raise doubts 
about whether the Administra- 
tion will wind up with any oil im- 
port restrictions at all. 

Kennedy himself, is reported 
to have become interested in oil 
import policy. His view is said 
to be that controls on crude oil 
can’t be considered independently 
of controls of residual fuel oil. 

The Office of Emergency 
Planning is conducting an ex- 
haustive study of the need for 
continued restriction on residual 
| oil. 
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BLACK & DECKER’S LONGER LIFE LINE 


08 B&D Drills get through the work faster, easier 
... have more drill power to last longer 


* , 


NEW! %” End Handle Drill is ideal NEW! %” Right Angle Drill has a REDESIGNED! %” End Handle 


for tough maintenance and production head for getting around corners, Drill has a slimmer, more compact 
jobs. So powerful it has 48 ft. /Ibs. lock in tight places. Reverse the end profile, ball-bearing construction. Fea- 
torque, highest of comparable tools. attachment to speed up or slow down. tures long-life, cooler-running motor. 


Magnetic Drill Press in 4” and 14” 34” Heavy-Duty Drill has more muscle 34” Reversible Scru-Drill® is a drill and 


sizes, sticks to the job in any position. than any drill its size, positive drive screwdriver in one. Drives or removes 
2-speed 14” also available. All models clutch, proved reverse power that can screws, nuts and bolts; drills 34” ca- 
reverse. Manual or remote control. pull a full-sized Diesel locomotive. pacity in steel, *4” capacity in wood. 


Peeceteetententenertententententestententententetenntetententen es 
Black & Decker: THE Biack & DECKER Mec. Co., Dept. 3512 


Towson 4, Md. (In Canada: Brockville, Ont.) 
CUTS MAN-HOURS TO MINUTES 


| 

| 

| 

| 

| 

| 

Every bit counts . . . when you go through maintenance and 7 

production jobs with any one of Black & Decker’s 58 drills. 

Power? B&D’s newly beefed-up motors won’t back down in | 
the toughest going. Handling? When you grip a B&D Drill 1 sinc hensctivnp<eisgneceuenaniokenins eine 
naturally, it’s never off-balance, always easy to handle. 7 OS SSS as a Te Ee 
Durability? Black & Decker Drills lead a rugged life — and | 
love it! You’ll find B&D tools are sold by leading distributors | 
everywhere. For sales or service, look in the { ie | : 
l 
| 
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PACE OF NEW ORDERS (16% above 1960 levels) keeps bookings well 
above sales. Result: backlogs have risen for fifth straight month. 


BULLETIN: 


Court Backs Rails in Rate Fight With Ship Lines 


New Haven, Conn.—A group 
of 24 railroads appears to have 
won an important rate battle as 
a result of a federal court decision 
here that the ICC does not have 
the power to compel them to 
charge more than competing 
water Carriers. 

The three-man ruling was the 
first by a federal court on the 
controversial rate-making clause 
in the 1958 Transportation Act. 
The immediate issue was an ICC 
decision that railroad piggyback 
rates between the Northeast and 
Texas must be 6% higher than 


the charges for sending van con- 
tainers between the same points 
by ship. 

The railroads—including ma- 
jor lines such as the Pennsylvania, 
the New York Central, the Balti- 
more and Ohio and the New 
York, New Haven and Hart- 
ford—claimed the decision was 
unfair to them. The ICC main- 
tained the 6% differential was 
necessary to “permit competi- 
tion.” 

The ICC thus appeared to be 
emphasizing the second part of 
the disputed clause in the Trans- 


EARLY TABULATIONS SHOW 
NEW FLEET-SIZE LARK 


’62 LARK FLEET ORDERS IN FIRST 31’: WEEKS— 
State of Connecticut @ Railway Express Company @ Avis Rent-A-Car, Miami @ Winnetka, Ill. Police Dep’t. @ State 
of Florida @ Yellow Cab Co., Erie, Pa. @ F. W. Means & Company @ University of California @ Norwalk Tire Company 
Northern Illinois Gas Co. @ Firestone Tire & Rubber Co. @ City of Cleveland, Ohio @ Frenat Cab Co., New York 
National Cash Register @ Santa Clara County, Cal. @ Convair Division, General Dynamics @ City of Milwaukee, Wis. 
American Cab Co., Kansas City @ State of Minnesota 
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=> NEW 113” WHEELBASE, 5 inches longer than 
Rambler Classic, gives luxurious ride and room 
... a bigger car than any other at the same price. 


> NEW INTERIOR DIMENSIONS provide legroom 


comparable to Cadillac—over 6 inches more leg- 


room than Plymouth, over 12 inches more than 
Corvair Monza! 


=> NEW HEADROOM in front is 40”’—a full inch high- 


er than the Fairlane. New headroom in back is 


39'/2”~a full inch and a half higher than the Fair- 


lane. (When we say “room for six-footers” we 
mean it.) 


FLEET-PROVED POWER in lively Six or choice 
of two V-8's—112 to 225 HP! Five body styles to 
choose from, with wide choice of trim, colors and 
options—the widest offered by any manufacturer! 


NEW FINE-LINE STYLING, a longer car with smart 
European design, wins quick acceptance with 
fleet-car drivers. Glamor-styled but taxi-tough! 


Yaa 
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“ 62 TAfitte 


BY STUDEBAKER 


HERE ARE THE REASONS WHY THE NEW FLEET-SIZE 


“— 


LARKS ARE GOING PLACES IN ’62 


HAS WON ACCEPTANCE 
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=> GO-ANYWHERE STAMINA, with high ground 
clearance—even on off-highway trails, The Lark 
takes the most beating with least complaint. Heavy 
Duty equipment is available on every model. 


=> COMPACT SIZE PRICE TAG on the Fleet-size 


Lark—only the first of many savings! Lowest main- 
tenance and repair have been proved in Lark 


Name__ 


a 


Company— 


GET THIS VALUABLE INFORMATION RIGHT NOW! PW-12-4-62-2 
Send me all the data on the '62 Fleet-size LARK. 


fleets across the country, for years. Endurance- 
built quality keeps operational costs low... keeps 
trade-in value right up among the top few makes! 


4 
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Mail to: A. E. Fitzpatrick, Studebaker Fleet Department, South Bend, indiana. } 
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| portation Act. This section 
|Orders the commission to con- 
|Sider the act’s statement of gen- 
eral transportation policy goals, 
including preservation of com- 
|petition. First part of the clause, 
however, states that the rates of 
one type carrier should not be 
“held to a particular level” to 
protect the traffic of another type 
of carrier. 

While the court ruled that the 
ICC misinterpreted the act in 
ordering the differential, the vic- 
tory of the railroads was not 
complete, since the judges also 
| questioned the way in which their 
transportation costs are deter- 
mined. 
| The court said that when the 
ICC rules on rates it should con- 
sider the “long-run or fully dis- 
tributed costs of carriage” rather 
than just out-of-pocket costs on 
a ‘particular trade. This means 
that should the case go back be- 
fote the ICC, the commission 
may take into account such fac- 
tots as railroad passenger deficits 
in determining the costs of piggy- 
back services. Figured on such 
a basis, the rail rates probably 
would remain higher than those 
of the water carriers. 

As it stands now, the commis- 
sion has until Dec. 17 to do one 
of three things: 1) file and appeal; 
2) issue an order acknowledg- 
ing the court decision and can- 
celling the 6% differential, or 
3) decide to reopen the case and 
hear new arguments based on the 
court’s decision. 


Labor Dept. Sets Hearing 
On Minimum Pay Scales 
In Electric Lamp Industry 


Washington—A new minimum 
wage for the electric lamp indus- 
try will be set by the Labor Dept. 
under the Walsh-Healey Act in 
hearings beginning Jan. 3. The 
present hourly rate is $1.26, and 
the redetermined rate is expected 
to be somewhat higher. 

Under the Walsh-Healey Act, 
the Labor Dept. attempts to find 
by statistics the prevailing mini- 
mum wage for each industry, and 
then make that the mandatory 
minimum for companies with 
government contracts of $10,000 
or more. 

Two other electrical industry 
Walsh-Healey determinations in 
the works at the Labor Dept. in- 
volve motors and generators, and 
electronic end products, such as 
radios and TV sets. Hearings 
have been completed in both 
areas and announcement of pre- 
liminary findings by Labor Secy. 

rthur Goldberg is expected 
shortly. 


New GSA Administrator 
Named by Pres. Kennedy 


Hyannis Port, Mass.—Presi- 
dent Kennedy has appointed a 
new head for the General Serv- 
ices Administration, Bernard L. 
Boutine, of Laconia, N.H. 

Boutine, who has been deputy 
administrator since Feb. 7, suc- 
ceeds John L. Moore, who re- 
signed to re-enter the field of 
education. 

The GSA has custody over 
more than $11-billion worth of 
real estate and strategic materials, 
‘making it one of the largest 


| agencies in Washington. 
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Industry News in Brief 


Northwestern Adds Mill 


Sterling, Ill. — Northwestern 
Steel & Wire Co. will build a $13- 
million addition to its plant here, 
to house a 24-in. structural and 
plate mill. The facility will be 
constructed in the next 14 
months. 


Transistor Acquisition 


Lexington, Mass.—Raytheon 
Co. plans to purchase Rheem 
Semiconductor Corp., a subsidi- 
ary of Rheem Mfg. Co., Moun- 
tain View, Calif. Raytheon says 
Rheem’s line of transistors sup- 
plements and complements its 
own, but does not duplicate or 
overlap. 


Broadens Tool Line 


Waukesha, Wis.—Waukesha 
Cutting Tools, Inc., has pur- 
chased the Gairing Tool Co., 
Warren, Mich., makers of milling 
cutters and boring tools. Wau- 
kesha Cutting Tools, a supplier 
of reamers, tool holders, and re- 
lated cutting tools, said the acqui- 
sition will broaden its product 
lines. 


Fuller Opens Warehouse 


Union City, Calif.—W. P. Ful- 
ler & Co. has opened a $750,000 
glass distribution center here to 
serve the northern California area. 
Glass is moved by crane from 
railroad cars into the Fuller ware- 
house, where trucks can pick it 
up for local distribution. 


Glidden-Pemco Merger 
Cleveland — The merger of 
Pemco Corp., Baltimore, into 


Glidden Co. has been approved 
by stockholders of both compa- 
nies. Pemco produces porcelain 
enamel, ceramic frits, and inor- 
ganic colors. 


Bell & Gossett Adds 


Morton Grove, Ill.—Bell & 
Gossett Co. has acquired Reznor 
Mfg. Co., Mercer, Pa., manufac- 
turers of heating, air conditioning, 
and electronic equipment. Reznor 
will be operated as a wholly- 
owned subsidiary of Bell & Gos- 


sett. 


Spencer Buys Mine 


Kansas City—Spencer Chemi- 
cal Co.’s Pittsburg & Midway 


Coal Mining Co. subsidiary, has. 


purchased the Edna mine of the 
Edna Coal Co., near Steamboat 
Springs, Colo. The acquisition 
is expected to triple the subsidi- 
ary’s mining capacity. 


Forms R&D Division 


Palo Alto, Calif.—Hew!:tt- 
Packard Co. has formed a re- 
search and development division 
to investigate new product areas 
and provide development services 
for other operating divisions. 
Division headquarters will be lo- 
cated at the company facilities 
here. 


Univis Subsidiary 


Ft. Lauderdale, Fla.—Univis, 
Inc., has formed a new subsidi- 
ary, American Aerospace Con-| 
trols, Farmingdale, N. Y. to de-| 
velop and produce advanced| 
space technological instruments | 
and components. | 
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Beryllium Alloy Strip 


Reading, Pa.—Beryllium nickel 
alloy is now available in strips 
or in narrow-width sheets from 
the Beryllium Corp. The new 
alloy is comparable to pure nickel 
or high nickel alloys in hardness 
and tensile strength. Previously 
beryllium was available only in 
ingots. 


Buys Tepsoni’s, Ltd. 


New York—U. S. Plywood 
Corp. has acquired Tepson’s, 


Ltd., Toronto, a wholesale ply- 
wood firm operating seven sales 
warehouses in Ontario. Tepson’s 
will be integrated into Weldwood- 
Westply, Ltd., U. S. Plywood’s 
Canadian sales affiliate. Tepson’s 
distributing outlet will operate 


under its present name as a whol- 
ly-owned subsidiary of Weld- 
wood - Westply, while other 


branches will adopt the Weld- 
wood-Westply name. 


Dresser Buys M&H 


Dallas — Dresser Industries, 


Ship Shape Shops need 


COLUMBIA-HALLOWELL Division 


Inc. has purchased the assets of 
M & H Valve & Fittings Co., An- 
niston, Ala., a subsidiary of Wal- 
worth Co. M & H produces gate 
valves, hydrants, fittings for mu- 
nicipal water systems, and valves 
for sprinkler systems and for in- 
dustrial purposes. 


Hewlett-Packard in Canada 


Palo Alto, Calif.—Hewlett- 
Packard has formed Hewlett- 
Packard (Canada), Ltd., with 
principal office, warehouse, and 


service facilities in Montreal 
branch offices in Ottawa and 
Toronto. The new company will 
handle the sales of Hewlett-Pack- 
ard products in Canada. 
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Model 608-Basic 


Two adjustable 
Bench 


shelves 


Two 2-drawer tiers 


Two shelves and 


top shelf storage wall 


Electrical panel, 
shelves and sliding doors 


units 


or mail coupon below. 


COLUMBIA-HALLOWELL Division SPS 
Jenkintown 85, Pa 


Two 3-drawer tiers 


Drawer tiers and 


Three 2-drawer tier 


Please send me the full line Hallowell Shop Equipment Catalog. 


Rogers Canadian Dealer 


Rogers, Conn.—Rogers Corp. 
has expanded its distribution 
agreement with Continental-Dia- 
mond Fibre of Canada, Ltd., 
Toronto, to include the distribu- 
tion of transformer and motor 
insulation to original equipment 
manufacturers in Canada. 


Kaiser Refractories 


Chicago—Edgar H. Pratt Fire- 
brick Co., a sales subsidiary of 
Kaiser Refractories Div., now is 
operating under the name of its 
parent organization. The firm 
handles a complete line of Kaiser 
Refractories materials. 


HALLOWELL 


CABINET BENCHES 


Two shelves, sliding 
doors and lock 


Two shelves, sliding 
doors and drawer tier 


Top shelf, shelves 
and sliding doors 


There isa standard HALLOWELL Cabinet Bench for 
every job. Drawers, doors, electrical panels or 
test panels, shelves and other interchangeable 
accessories give you what you need now—yet 
enable you to rearrange or add as work require- 
ments change. Built to last indefinitely. Ask 
your HALLOWELL distributor for full information, 
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where reliability replaces probability 
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SANTA ANA, CALIFORNIA 


BASIC TRAINING: D. T. Keliher 
(2nd from right) leads session 
for New York Assn. newcomers. 


like to offer 


NEWS FROM 


association neophytes. 

This red carpet welcome was|people in an informal 
conceived with a twofold aim: | phere.” 
professional development and an 
immediate tangible benefit for | program began back in the sum- 
mer months when Miss Raff, di- | mediately after working hours, 
services,| with two sessions a week 
Greater New York American Red | lotted to each purchasing topic. 
Cross, Brooklyn, got together |Subjects were selected by eval- 
new members|with association board member |uating responses to past New 


new members at no extra cost. 
Margaret Raff, head of the New 
Member Participation Committee, 
points out, “We felt we would 


wanted 


rector of purchasing 


Indoctrination Sessions: A Boon to the New P.A. 


New York — When a new|something immediate, over and | Thomas Parise, purchasing agent 
member joins the New York | above what they would get out|for Allen Industries, Inc., Rah- 
Purchasing Agents Assn. he is |of regularly scheduled association | way, N.J., to lay the ground work 
introduced through a specially-| activities. We also 
designed discussion program for | give them the opportunity to par-|The seve 
ticipate with other purchasing | Participation Committee had its 
atmos- | first full committee meeting Sep- 

|tember 7, and three weeks later 
Planning for this fall’s new|the program was launched. 


seven-man 


wry <e 
bain ple. Saat. 


set Sa wal 
Where eye protection is required, AO 701A rubber frame goggles are recommended. Res- 
pirator is U.S. Bureau of Mines approved R-5055—for dusts, mists and organic vapors. 


This 1 Respirator Can DoThe Work of 17 


You don’t need a different respira- 
tor for every hazard. One face mask 
for the AO R-5000 series respirator 
converts quickly and easily into 17 
different models. Just change the 
twin cartridges to protect against a 
wide range of dusts, acids, alkalies, 
paint sprays, mercury vapor, 
highly-toxic insecticides, even ra- 
dioactive dusts. Cartridges have 
every approval available under 
U.S. Bureau of Mines schedules— 
No. 21A and No. 21B. 


Workers like the comfort of the 
R-5000 face mask. It fits low on the 
nose to increase goggle cleargnce, 
give better vision. The soft rubber 
edge conforms to all faces, is extra 
wide at the critical nose and chin 
areas. A double length rubber 
headband assures snug, comforta- 
ble fit... allows respirator to hang 
around the neck when not in use. 

In addition to simplified inven- 
tory and stocking with the AO 
R-5000 series respirator, you can 
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save by using auxiliary filters to 
extend cartridge life. These pre- 
vent clogging of cartridges in 
spraying operations, or where nui- 
sance dusts are present. Your near- 
est AO Safety Products Represen- 
tative has full details, or you may 
write for folder S-1515. 


C rest Prote 
AO SURE-GUARD PRODUCTS 
American Optical 


SAFETY PRODUCTS DIVISION 
SOUTHBRIDGE, MASSACHUSETTS 


to|for this new educational series. 
New-Member 


Meetings are scheduled 


York Assn. questionnaires ask- 
ing members to specify areas of 
interest. Four sessions have been 
held this fall on purchasing 
methods and procedures and in- 
ventory control. Other topics 
slated for review include per- 
sonnel selection and _ training, 
traffic, reports to management. 
About a 


month to three 
weeks before a Pro-D 
scheduled meet- | S@ction 
ing new mem- 


bers receive a 
letter with an outline of the topic 
and an enclosed registration 
blank inviting them to attend. 
Committee members divide the 
names of those who sign up, and 
two days before a session they 
telephone new members to re- 
mind them of the date. 

The meetings are purely ed- 
ucational in scope and last one 


CHAIRMAN: Margaret Raff, Am- 
erican Red Cross, heads the New 
Member Participation Committee. 


and a half hours. Miss Raff said 
the committee found from past 
experience that there is a big 
drop in attendance if a session 
runs beyond that time. The 
speakers are volunteers, either 
association members or outside 
people well versed in the subject 
matter. Most of them bring along 
material that they give out to 
the group in addition to referring 
P.A.’s to other information. 
Committee members take 
turns acting as moderators at 
the various sessions. They in- 
clude Edward Behm, Fisher Sci- 
entific Co.; William M. Board- 
man, Oakite Products, Inc.; Max 
Kalish, Abraham & Straus; Fred 
L. Maggini, International Gen- 
eral Electric Co.; Rita Stull, 
Janssen Piano Co.; and Robert 
|K. Zinn, Chas. Pfizer & Co., Inc. 
The new look to New Member 
Participation Committee activities 
has the enthusiastic backing of 
New York Assn. president, Don- 
ald T. Keliher, purchasing direc- 
tor, U.S. Metals Refining Corp., 
| Carteret, N.J., who took time 
out from his schedule to con- 
|duct the two inventory control 
sessions. Last year the com- 
|mittee simply ran orientation- 
| type seminars to brief new mem- 
| bers on association structure and 
| how they fit into the picture. Now 
'the gatherings have a definite 
| educational point. 
| Informality is the keynote at 
|the discussion group meetings 
_and attendance is limited to en- 
able participants to get the most 
out of the discussion. In fact, 
|some of the members end up 
talking longer than the speaker. 
| Announcements of these meetings 
|are carried in the New York 
|Assn.’s bulletin and, provided 
there is room, regular members 
are also welcome. 4s 
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THE CONTAINER 
CORPORATION 
OF AMERICA 


AT WORK 


CCA’s PACKAGING SYSTEM 
PROVIDES 
MAXIMUM SERVICE FOR SCOTTS 


Scotts wanted to go to market fast with a new ‘rose 
program’ promotion. How to package each of the prod- 
ucts, how to ship them as a unit, and then how to 
display the entire promotion were questions that had 
to be answered quickly and effectively. First, CCA de- 
signed a zip-open for Scotts Dawn rose 
fertilizer. Next, we developed a threaded Sefton fibr: 

n for Scotts Haze microscopically-fine, protective 
rl Then, we created a corrugated container for 
the Scotts Zephyr applicator. To help sell all nd we 


produced a corrugated point-of-sale display piece. And 
finally, CCA provided the corrugated containers to ship 
the whole promotion. CCA’s experience provided the 
basis for making packaging decisions which related to 
the overall marketing strategy. The new cartons, fibre 
cans, containers, and displays answered the design, 
material, and structural requirements. Maximum 
service from the CCA Packaging system delivered 
a total program...on time. Just ask Scotts...then call 
CCA before you make your next packaging decision. 

™) CONTAINER CORPORATION OF AMERICA 


folding cartons + shipping containers + paperboard + Sefton fibre cans + point-of-purchase displays + molded plastic packaging 
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PACKAGING SYSTEM ce 
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haze dry-applied protection 


dawn dawn dawn 


oxé 


dawn the scie ntific rose fertilizer 


All-Out Gasoline Price War Seen Building Up 


Dallas—Wholesale commercial 
account gasoline price structures 
may be affected by an all-out 
battle that appears to be shaping 
up in the oil industry for retail 
gasoline volume. 

Most oil marketers believe the 
industry is on the verge of one 
of its most hectic periods insofar 
as retail prices are concerned 
Distributors here in the South- 
west, who sell mainly to fleet 
operators and the like, fear the 
expected retail wars will cut their 
business out from underneath 
them. Whether or not this hap- 


ther. We are on a very thin mar- 
gin now.” 

Gulf is currently in the process 
of adding its third-grade product 
to its stations throughout most 
of its marketing territory. As its 
move spreads, marketers expect 
retail postings to drop as the bat- 
tle for a price advantage between 
Gulf and chain operators takes 
place. The prospect for low re- 
tail postings throughout the na- 
tion in 1962, which will in turn 
put pressure on commercial gaso- 
line prices, seems to be almost 
inevitable. 


Meanwhile, majors competing 
with Gulf and Humble can be ex- 
pected to join the “third-grade” 
race. Some observers fear the 
all-out scramble may eventually 
affect such things as the indus- 
try’s percentage depletion allow- 
ance. Wholesale and retail dis- 
tributors caught up in the battle 
may carry out threats made many 
times in the past to seek “govern- 
ment intervention.” 

Both commercial and retail 
buyers, meanwhile, can expect to 
benefit from the industry’s battle 
for volume. 
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A Pw INDICATOR, HOUSING STARTS 


This measure provides on estymate of the physical number of new dwell 
ing unuts storted Becouse it tokes upwards of 6 months to complete such 


units, #t provides on excellent borometer of building octvity 
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HOUSING STARTS have hit highest level in over two years. Demand 


for government mortgage insurance points to still further gains ahead. 


pens will depend largely on the 
depth and extent of the retail 
price cuts. 
Industry experts say the recent 
| announcements by Gulf and 
Humble Oil that they are aban- 
doning “super premium” gasoline 
for two grades of regular provide 
a sign of what is to come. Gulf 
said it would begin marketing a 
product lower in quality and price 
than its normal regular gasoline. 
Humble said it would bring out 
an intermediate grade between 
its standard premium and regular. 
Both of the oil firms talked of 
meeting the requirements of com- 
pact Cars. 


Before you buy aluminum, 
consider that... 


Long Battle Expected 

Competitors believe, however, 
that Gulf especially is out to meet 
chain-station operator prices. 
They think Humble eventually 
may get to this, too. It is be- 
lieved other major oil companies 
will follow these two, and veteran 
marketers see nothing but tur- 
moil and all-out retail gasoline 
price battles for a long time to 
come. 

Major oil company people 
have been worried for a long time 
about growth of chain-station 


operators—known as “private , : ‘ , 

header” and “indies” ” the Ryerson offers you widest selection of You get top technical assistance from 
trade—but have done little to aluminum including hard-to-get, non- materials specialists with an unbiased 
meet their prices. Historically, 


viewpoint—we also supply every kind of 
steel as well as aluminum. 


standard items ... any quantity—even 
mill orders at no extra cost. 


the chain operators have enjoyed 
a 2¢/gal. or more “differential” 
between their pump postings and 
those posted by major-brand sta- 
tions. 

Gulf started marketing its sec- 
ond grade of regular, called Gulf- 
tane, in Texas in October. It had 
first “tested” the product in four 
cities. The company’s typical 
' practice was to price the product 
, “on the nose” with the lowest 
price posted by chain stations in 
any particular locality. Result: 
Retail prices tumbled throughout 
Texas as chain operators and 
Gulf maneuvered to get below the | 
other. 


8¢ Price Reduction 


In the Dallas-Ft. Worth area, ™ 
retail postings dropped from a 
“normal” 29.9¢ to a low of 21.9¢ 
for regular gasoline. Part of the 
8¢ cut was made before Gulf | j 
moved in, but marketers attribute — 
most of the reduction to Gulf’s 
move on Oct. 17. 

One of the area’s big suppliers 
of commercial business told Pur- 
CHASING WEEK: 

“We have had our wars in 
commercial business, and have 
long felt prices were as low as 
they could go. We are still okay 
as long as we have that nine- 
tenths of a cent. If prices go 
lower, however, we may find 
some of our customers can buy 
cheaper at service station pumps 
than we can supply them. I don’t 
believe we can lower our prices, 
even if retail prices do drop fur- 


Rigid controls assure closest cutting tol- 
erances in the industry. And careful 
handling protects the high quality of 
Reynolds aluminum from Ryerson. 


You can eliminate scrap with the Ryerson 
sheet plan. You buy the exact sizes you 
need, usually on a net weight basis. 


RYERSON 


JOSEPH T. RYERSON & SON, INC., MEMBER OF THE D> STEEL FAMILY 


METALOGICS 


STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 
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Management Memos 


How to Succeed 


If you want to succeed in business and have a 
low ABC rating (no Ability, no Background, no 
Connections), you must play on this weakness. In 
fact, you must transform your liabilities into assets 
in playing the business game. 


So advises the British Manager magazine in an article 
called, “Build Your Own Bandwagon.” The secret to turning 
your drawbacks into success, according to this tongue-in- 
cheek article, is to start a business craze and know how to run 
it up into acceptance. 


There are four rules to getting ahead on a busi- 
ness craze. First, select a specialty in which you 
will be an expert. Naturally, since you have already 
decided you have no ability, make up a subject in 
which you do have ability, ie., one that only you 
know anything about. Invent your own obscure 
subject; the author suggests Applied Ergothauma- 
turgy or AE. (It sounds better in initials.) 


Then launch the bandwagon. Dig up one of the many 
associations and luncheon groups that need speakers and start 
out on speeches like, “AE as an Industrial Aid.” Above all, 
be outspoken, controversial, and obscure. If necessary, write 
letters to mewspapers—using another name—denouncing 
yourself. 


Third, as too much publicity may be damaging, 
organize for permanence. The obvious step is to 
set up a Society of Applied Ergothaumaturgy. 
Then, to keep just enough conflict going, organize 
the Institute of Ergothaumaturgy to compete with 
the society. The rival camps will soon attract 
partisan followers. 


Finally, says the magazine, preside and rule. At this point 
you should have amassed a fortune, completed several speak- 
ing tours, and probably incited a rival for your leadership 
of the AE movement. Now it is time to retire from the field 
by becuming president of the Society and the Institute com- 
bined under the Incorporated Ergothaumaturgists. Then you 
are ready to sit back and watch the decline and fall of 
your bandwagon. 


G.I. Christmas 


Early shoppers looking for unusual gifts might 
find some appropriate items in the many publica- 


BEFORE ANALYSIS: Yoke for variable 
pitch propeller assembly was made by 
inserting three tube bearings into a 
steel casting. 


Source: Spaulding Fibre Co., 


AFTER ANALYSIS: Casting and tube 
bearings were replaced with a single 
plastic impregnated fiber block with 
two holes drilled in it. 


tions of the U.S. Government Printing Office, 
Washington 25, D.C. The G.P.O. offers some 
interesting books on American history and wild- 
life. For example: 


Image of America is an illustrated catalog of photographs 
taken in the early days of photography up to about 1900. 
It’s 88 pages and costs $1.00. 

Facts About the Civil War is the product of the Civil War 
Centennial Commission. For the Civil War buff, it lists 
numerous firsts in the war, provides figures on the battles, 
describes war-time personalities, etc. You can get this 20 
page booklet for 20¢. There is also a series on individual 
battles, heros, and full-color prints. 

The Wildlife Portfolio of the Western National Parks 
includes 52 full page photographs of bear, deer, foxes, rabbits, 
and birds taken in their natural surroundings. This 121-page 
book costs $2.25. 


Job Feelers 


You may be among the 100,000 businessmen 
who will receive a “feeler” from a_ professional 
management recruiter in the next year. If the posi- 
tion interests you, it’s best to mount a careful cam- 
paign to sell yourself to the recruiter. According 
to Stanley Schuler, writing in Nation’s Business 
magazine, these steps will help you get the job: 


1. Talk to the point. Recruiters expect complete willing- 
ness to answer questions factually. They want a man to give 
opinions in an incisive manner, and to stick to the facts that 
are related to the job. 


2. Play it straight. Recruiters lay heavy emphasis on the 
need for candidates to be open and honest. There is no surer 
way for a man to eliminate himself from the running than for 
him to pretend to be something he is not. The two things | 
that candidates most often misrepresent are salary and educa- 
tion. If the recruiter is suspicious in either case, he usually | 
investigates. 


3. Don’t be cagey. Many men are too confident of them- 
selves. When they receive the recruiter’s exploratory letter, 
they toss it aside expecting that the recruiter will surely follow 
up with a better offer. Don’t commit the mistake of playing 
hard-to-get. 


4. Work over your resume. Give an objective reporting of 
A page, or at the most two, is enough. 


the facts. 


TECHNIQUE: Consider 
_ fiber materialsas metal 
_ replacement. 


_ SAVINGS: Part cost cut 
90% ($3.50 to 33¢). 
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Purchasing Week Asks 


Should packaging purchases be | 
handled through purchasing or by 
a special department? | 


Question asked by: J. P. Fromm, Assistant Director of Purchases | 
National Brewing Co., Baltimore 


Moe Sacks, purchasing agent, Langen-| 
dorf United Bakeries, Inc., Seattle, 
Wash.: 


“To allow a separate division to pur- 
chase packaging makes for an over- 
lapping function which obviously would 
increase costs and cause confusion. | 
Knowledge of tolerances inherent in the 
packaging field, types of board, pos-| 
sibility of substitution, and suppliers’ | 
capabilities is gained only through ex- 
perience and training.” 


J. W. Gee, coordinator of package pro- | 
curement, Frito-Lay, Inc., Dallas, Tex.:| 


“Coordinators of purchasing for each | 
of our basic raw materials such as corn, | 
oil, potatoes, and packaging are respon- | 
sible to our director of procurement. 

We have central controls of major items 

with decentralized aspects; specialists do | co bar D uU iT 
the local buying at divisional level. Ma-| 

jor purchasing policies are set at the | Be my D i R= 
home office and nationally used items | 

are purchased in bulk while locally used | 

items are handled at divisional level.” | 


Ross Burnes, purchasing agent, Scripto, | 
Inc. (fountain pens, etc.), Atlanta: 


“We feel that packaging procurement | 
is the function of purchasing. For 10 
years we have had a packaging com-| 
mittee made up of our packaging super- | 
visor, sales and advertising people, and} 
myself. Price and supply are important : ’ 
ta lg ee per gid bestia a nd Cast of high-strength malleable, the extra deep sockets, and you’ll 


so than design, color, copy, construc-) these new Riteaib Conduit see the threads down at the 
tion, and adequate fit. We think that’ Benders have an exceptionally | bottom. Elimination of strain on 
the knowledge and ideas of each of the 


departments are needed.” smooth, typically RIGID quality threads of pipe handle reduces 
J. G. Miller, asst, vice president in| finish you’ll like on sight. Look in breakage. 


charge of purchasing, Beauty Coun- | oe 
selors, Inc., Detroit: RiIESB(ID Thin-Wall Conduit Benders Available in 3 Sizes 


“Special department — why? This| B-1677 Bends /2”’ Thin-Wall Conduit to 4”’ Inside Radius 
Opens the door for human error resulting | B-1678 Bends %4”" Thin-Wall and 2” Heavy-Wall Conduit to 5”’ Inside Radius 
in possible delays and unnecessary ex- CO ay ag A ae senegal f 
pense. I agree that a segment of the ex-| B-1679 Bends 1°° Thin-Wall and %/°" Heavy-Wall Conduit to 62" Inside Radius 
isting purchasing department could| : . : . : 
follow-up a special project, but do not | Exceptionally smooth side-walls hug conduit snugly 
feel a separate ecmmgae bn he! up . Minimize distortion. Benders form conduit to 
else this same thinking could lead to| ; . ‘ ‘ 
special departments for all purchasing, | ‘al meet National Electric Code Standards. Steadying 


resulting in wasted time and money.” | ars foot pressure is easily applied on non-slip step 


plate. Easy-to-see arrows give accurate guide for 
F. J. Balzarini, assistant general pur- back-to-back and stub bends. 

chasing agent, Diamond Alkali Co., 
Cleveland: 


RIZESID Hickey-Type, Heavy-Wall Conduit Benders 


“ec a 1 d : ,?, ,? 
by ae es pith nse B-1711 Bends °° and %"" Heavy-Wall Conduit 
personnel are proficient in the art of B-1712 Bends %’’, 1’ and 1%4”” Heavy-Wall Conduit 
negotiation, knowledge of sources, and 


the over-all market situation, and how . Here’s a rugged bender fér heavy-wall conduit. 
it might affect packaging procurement. — aii tch in lifting hook 
ts Reo Geaatiodes eoealines thet: — Deep notch in lifting hook protects threaded ends. 


judge how the buying of packaging best ; Face of bender has hardened teeth for safe, long 
fits the over-all company needs.” airs wearing, non-slip grip. 


J. B. Stephens, purchasin: ent, Nulaid — . , ‘ 
tat eee: pon tng Calif. Call your Distributor today. For your convenience, he maintains a 


| —~ . 

“A specialized department for pack- complete stock of FellzzilI> Work-Saver Pipe Tools and parts! 
aging purchases can be justified only if 
the packaging program is so complex 
that it presents unusual technical prob- 
lems, or if the number or variety of 
packages is so great as to require a full- 
time staff. Generally, however, once 
sales and production have expressed | 
their requirements, purchasing can pre- 
sent them to the design and engineering 
departments of packaging suppliers.” 
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Cut metal cleaning costs with blasting 


Pressure blasting with Norton ARROW- 
BLAST abrasive will save money every 
step of the way on most of your metal 
cleaning jobs — because of the high cut- 
ting efficiency and longer life of ARROW- 
BLAST grain. Composed of fused alumina 
grains that are tough, hard and sharp, 
ARROW-BLAST abrasive has high resist- 
ance to breakdown so that it can be used 
repeatedly through several cleaning op- 
erations. And unlike sandblasting, dust 
is negligible with ARROW-BLAST abrasive 
eliminating poor visibility and other 
operator hazards. 

Norton NORBIDE* pressure blast 
nozzles add even more to the savings pic- 
ture. Molded of boron carbide, the man- 
made material that’s next to diamond in 
hardness, these nozzles have proven over 
and over that they have much lower 


overall operating cost than so-called 
‘inexpensive’ nozzles. NORBIDE nozzles 


cut costs right down the line — in re- 
placement ... operator downtime... air 
consumption. 


An informative new report from 
Norton entitled ‘Pressure Blasting with 
Manufactured Abrasives,” gives many 
details and operating facts about this 
efficient and economical metal cleaning 
process. For your copy, write NORTON 
CoMPANY, General Offices, Worcester 6, 
Massachusetts. 


*Trade Marks Reg. U.S. Pat. Off. and Foreign Countries 


WNORTONP 


ABRASIVES 


G-412 


Making better products...to make your products better 


NORTON PRODUCTS: Abrasives « Grinding Wheels * Machine Tools « Refractories » Non-Slip Floors 
BEHR-MANNING DIVISION: Coated Abrasives « Sharpening Stones ¢ Pressure-Sensitive Tapes 


In the World of Sales 
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=LIFT CAP TO LOAD 


Senet % 


H. W. Waddell—to acting sales man-, Paul J. Roddy—to general sales man- 
ager, Jeffers Electronics Div.; G. F. ager, American Screw Co., Div. of Noma 
Wehler—to acting sales manager, Speer Lites, Inc., Willimantic, Conn. 

Resistor Div., Speer Carbon Co., Inc., 
St. Marys, Pa. 


John H. Fraser—to branch sales man- 
ager, Louisiana Branch sales office; Wil- 

Alonzo R. Parsons—to sales super- liam P. Heffernan—to district sales man- 
visor for scientific products, eastern! ager, Seattle, A. B. Dick Co., Chicago, Ill. 
region, Minneapolis-Honeywell Regula- : ' 
tor Co., Minneapolis. G. P. Lavoid—to gear products sales 
manager, Foote Bros. Gear and Machine 
Donald H. Stannard—to sales man- ©P-» Chicago. 
ager, fabrication, Southern Calif. area, 
Fabricon Products, Los Angeles. 


James T. Baker—to Chicago zone 
sales manager, New Departure Div., Gen- 
H. C. Ferg—to West Coast sales man- eral Motors Corp., Bristol, Conn. 
ager, Hermetic Seal Corp., Newark, N.J. . : : 

8 “Ps Frank W. Myers, Jr.—to assistant di- 
rector of operations and sales manager 
in the western area, Bag Div., St. Regis 
Paper Co., San Francisco. 


David F. Strang—to sales manager of 
Borg-Warner Mechanical Seals, Los| 
Angeles. 

Philip R. Lochner—to general sales 
manager for all powder metallurgy prod- 
ucts, Dixon Sintaloy, Inc., Stamford, 
Conn. 


Richard W. Gilliland—to advertising 
and sales promotion manager, office 
equipment products, Smith-Corona Mar- 
chant, Inc., New York. 


wa = ; Frederick A. Reardon—to sales man- 
William C. Howard—to Chicago dis-| ager, construction products, Const. Equip. 
trict sales manager and Donald F. Wing) Diy.. Worthington Corp., Harrison, New 
—to supervisor of distributor sales pro-) Jersey. 
motion, Norton Co., Worcester, Mass. : 
; ; R. D. Stayner—to sales manager-sur- 
J. J. Kroecker to vice president-sales, | face coatings and plastics chemicals, 
Permold Co., Medina, Ohio. Oronite Div., California Chemical Co., 
San Francisco. 
James D. Shute, Jr.—to assistant man- 
ager of sales, Wire Div., Republic Steel 
Corp., Chicago. 


Harry A. Szostek—to sales manager, 
Cutting Tool Div., Brown & Sharpe Mfg. 
Co., Providence, R.1I. 

H. Luftig—to sales manager, Fur- 
niture Div., Fabricon Products, Los 
Angeles. 


H. F. Drnec—to solid fibre sales man- 
ager, Container Corp. of America, Chi- 
cago. 

Marvin R. Harbour—to district sales 
manager, Colorado Fuel and Iron Corp., 
Portland, Ore. 


William H. Allen 


to sales manager, 


Bestwood Corp., Newark, N.J. 


— 


President 
of Swingline 


Swingline No. 27 


Swingline has succeeded in creating staplers that are every bit as modern 
in appearance as they are in performance. Thanks to Swingline research 
engineers and designers, these staplers help you get office work done 
faster and more efficiently .. . and look so much better while doing it. 
Added touch: the wonderful jewel-bright colors you can choose from. 
No wonder they’re seen on more desks than any other brand. 


And...did you know S$ wingline also makes Speedpoint Staples? 


The same high quality you enjoy in Swingline Staplers is yours in Speed- 
point Staples. Finest for all standard office staplers, they are extra sharp 
for 28% easier penetration. Constructed of 100% round wire for extra 
strength, they hold better, won't clog, and are always perfectly aligned for 
trouble-free operation. Worth the few extra pennies you pay for them. 


Shows: 


How American Ingenuity Gives 


Speedpoint Staples 
—the finest for all standard staplers 


pa - Staplers The Modern Look Write for a complete list of Swingline Office Aids. 
3 = . 


* « 
SS INC., Long Island City 1, New York 
Wi 


lord's Largest Manufacturer of Staplers for Home and Office 
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A P{W Indicator Analysis 


Soviet Dumping Unbalances Commodity Prices 


New York—World commodity 
markets are again feeling the 
pressure of growing Soviet bloc 
sales at below-market prices. 


® Petroleum—Red oil sales, 
which have increased five-fold in 
the past five years (see chart), 
have distorted the orderly mar- 
keting of petroleum around the 
world. In some areas of Europe, 
prices of petroleum products 
have dropped to fantastically low 
levels—well below cost. 


@ Lead — Recent Red ship- 
ments have aggravated an already 
serious world glut, and have 
helped knock down domestic 
prices some 9% in the past 
few weeks. This year the Soviet 
bloc will export 60,000 tons of 
lead to the free world—not far 
below the entire Western world 
1961 excess of 81,000 tons. 


@ Zinc—Substantial shipments 
are reported to be entering 
England and weakening prices on 
all major international exchanges. 
All told, the Reds will export 
some 100,000 tons of zinc to the 
Free World in 1961—more than 
enough to account for the 41,000 
ton excess reported by the West 
this year. 


Opinions differ on whether 
Russia is doing all this to dis- 
rupt Free World markets, to get 
badly needed foreign exchange, 
or a combination of both. But 
whatever the reason, the effects 
on prices are clear. 

In zinc, for example, current 
Russian shipments were enough 
to recently drop the London 
Metal Exchange price to a three- 
year low. And with the close 
connection between the United 
States and London price, it’s easy 
to see why the metal has failed to 
rebound as expected in the U.S. 

The price effect, however, is 
most glaring in the petroleum 
area where Soviet shipments have 
been piled atop a growing Free 
World glut. 


An Example 

Recent experience in India 
provides a specific example of 
how Russian pressure dropped 
prices. In 1960, the Soviets of- 
fered crude oil to India at 10% 
to 20% below world market 
levels. Western interests became 
frightened and just about 
matched the Red offer by reduc- 
ing crude tags in the Persian Gulf 
by 10% to 15%. 

The Indian case is hardly an 
isolated one. In Italy, for exam- 
ple a pact signed a year ago gave 
Italy crude oil at $1.00/bbl.— 
85¢ to 90¢ below comparable 
Arabian prices. Japan now gets 
Soviet oil 20¢-30¢/bbl. below 
Free World levels. And Morocco 
is reportedly getting oil at about 
72¢/bbl. under the world prices. 

There have been repercussions 
in U.S. tags, though the declines 
haven't been nearly so spectacu- 
lar because the domestic market 
is insulated to some extent by 
quotas. 

Latest Bureau of Labor Statis- 
tics Wholesale Price Index, for 
example, shows that gasoline tags 
are running some 8% below a 
year ago. Residual fuel oils, 
another key petroleum area, are 
down about 3%. 

Mercury is another commodity 
that bears watching. Red sup- 
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plies are increasing, despite the | record will show that the Chinese 
fact that prices are down some have sold more than 45-million 
14% since January. Red China| oz. to the Free World. 
also is showing signs of getting) There hasn’t been too much 
into the act by exporting small|talk about this, mainly because 
quantities of mercury for the first|the Western world is facing a 
time in several years. | silver shortage, and anything that 
When it comes to China, how-|the Reds offer is actually very 
ever, the experts are more con-| welcome. The 45-million oz. of 


| . ° 
cerned about another metal—)Chinese silver would make up 


RED OIL DRIVE ACCELERATES 


silver. They feel that when all) about a third of the Free World’s purchasing Week 


the figures for 1961 are in, the| estimated 1961 silver deficit. 
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SERVICE CENTER 
INSTITUTE J 


STEEL 
SERVICE CENTER 
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Need 
steel? 


Look 
locally! 
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If you’re looking for the simple, economical way to meet your steel needs, it will pay 
you to look locally . . . to look to your nearest Steel Service Center. There you'll find: 


PROMPT DELIVERY —usually from LOCAL stocks. 
WIDE SELECTION— many types available from your LOCAL Steel Service Center. 
FABRICATION ASSISTANCE—the right answers to your design and fabrication prob- 


lems... 


. supplied by LOCAL qualified specialists. 


LOWER INVENTORY INVESTMENT—an expense borne instead by your LOCAL Steel 


Service Center. 


STORAGE SPACE—also furnished by your LOCAL supplier. 


Get in touch with your dependable LOCAL source for steel . . . your Steel Service 
Center. See your Classified Telephone Directory for listings. 


Alan Wood supplies major Steel Service Centers with high quality plate, sheet and 
strip . . . chances are your Steel Service Center is among those we serve. 


Purchasing Week 


DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia * New York ¢ Los Angeles « 
Cincinnati « Cleveland e Detroit « Houston e Pittsburgh « Richmond « St. Paul e« San Francisco « 
Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Ltd. 


ALAN WOOD STEEL COMPANY 


Conshohocken, Pa. - STEEL PRODUCERS WITH THE CUSTOMER IN MIND 


Boston « Atlanta 
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Detroit — The St. Lawrence 
Seaway Development Corp. is 
launching an all-out campaign to 
boost cargo traffic and reduce 
shipping costs on the inland wa- 
terway. 


Top officials of the corpora-| 
tion plan to start paying more! 


calls on shippers and port au- 
thorities in the Great Lakes area 
and to take a more active role 
at rate hearings held by regula- 
tory agencies. 


Spurring this drive is 


knowledge that the Seaway is| 
relatively | 


winding up another 
disappointing season. Joseph 
McCann, deputy director of the 
Development Corp., expects 
traffic to hit 22.5-million tons be- 
fore the Seaway closes down for 
the winter. 

“This represents a 10% _ in- 
crease over last year’s total, but 
it is well under pre-season es- 


Seaway Launching All-Out Bid to Boost Traffic 


timates of 33-million tons,” he| velopment Corp. plans to start 


told PURCHASING WEEK. 
The Development Corp.’s pro- 
motional effort is expected to 


shape up in the following man-| 


ner, according to McCann. 


® Personal contacts. The head 
office of the corporation is being 
moved from Massena, N. Y., to 
Detroit, in order to bring its staff 
into closer contact with shippers 


and port officials. Said McCann, 
the | Our main job will be to assist 


the promotional drives of the 
various port authorities, and if 
necessary, to push them on to 
greater efforts. We plan to spend 


|a good bit of time on the road 


trying to build up cargo volume, 
particularly imports.” McCann 


Detroit more than half the time 
next year. 


® Rate negotiations. The De- 


Laminated Plastic 


PARTS 
Any Size 


Simple or Complex 


An Example of 
Synthane You-shaped Versatility 


No matter how many laminated plastics parts 
you need, Synthane Corporation is the place 
to buy them. We’re versatilely equipped to 
do the job—with hundreds of machines, de- 
signed especially for handling laminated plas- 
tics. Our people have years of experience in 
tackling any job in quantities from one to 
a million, in sizes large, small or in between, 
simple or complicated. This specialization re- 
sults in complete control from manufacture 
of material to finished parts. 


You-shaped Versatility makes Synthane a Better Buy in Laminates 


SYNTHANE| 


CORPORATION |S OAKS, PENNA. 


eo - eee 
| Synthane Corporation, 8 River Rd., Oaks, Pa. 

| Gentlemen: 

|} Please send me information relating to Synthane as a source 

| for laminated plastics materials and parts. 

l 

| Name 

! 

| Address 

| 

I} City Zone State 
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| playing a more active role when 


regulatory agencies such as the 
Interstate Commerce Commis- 
sion or Federal Maritime Com- 
mission hold hearings on pro- 
posals affecting sea trade. The 
Development Corp. _ recently 
made its first move in this direc- 
tion when it joined port groups 
in a protest against a rate hike 
proposed by the Japan-Atlantic 
and Gulf Freight Conference. 
The conference subsequently 
withdrew the proposal, which 
would have boosted shipping 


| rates on the Great Lakes by 15% 


to 25%. “In addition,” McCann 
noted, “a number of ports are 
negotiating with railroads to ob- 


himself, expects to be away from | ‘2! lower rates on shipments 
cet “ge : ibetween dockside 


and inland 
points. We also plan to sit in 
on some of these talks as an in-| 
terested third party.” | 


@Tolls. The Development 
Corp. is working with its Ca-| 
nadian counterpart on a com-| 
prehensive analysis of the Sea- 
way tolls. Many shippers in the 
Great Lakes area fear the gap 
between estimated _ traffic—on 
which the present toll structure 
is based—and actual perform- 
ance will result in pressure for 
increases when the toll system 
comes up for review in 1964. By 
law, the tolls are supposed to be 
high enough to put the Seaway 
on a debt-free basis within its first 
50 years of operation. 

McCann, however, is optimis- 
tic about being able to prevent 
toll rises. “Income has _ been 
lower than predicted, but so have 
expenses,” he pointed out. “We 
hope the joint study with the 
Canadian authority will provide 
us with enough ammunition to 
forestall any proposals for in- 
creases.” 


Railroad Competition 
While 


rates or 


changes in shipping 
tolls would have the 
most immediate affect on Sea- 
way operations, McCann said 
the Seaway’s biggest problem in 
the long run may prove to be 
railroad competition. “But,” he 
emphasized, “we shouldn’t com- 
plain about this. The Seaway 
was built to obtain lower trans- 
portation costs for Midwest ship- 
pers. If the railroads establish 
lower rates to ports on the At- 
lantic and Gulf Coasts in order 
to retain their traditional busi- 
ness, then the purpose of the Sea- 
way has been served. It will just 
be up to the Seaway to match 
the railroad rates.” 

Backing up McCann’s esti- 
mate of the importance of rail 
competition are two recent 
studies of Seaway operations— 
one done for the Port of Toledo 
by Charles Donely & Associates, 
an independent traffic consulting 
firm; the other completed by a 
group of businessmen under the 
auspices of the University of 
Michigan. 


Must Lower Inland Rates 


Both reports said the Great 
Lakes ports must find some way 
of lowering freight rates on ship- 
ments from dockside to inland 
cities. Current charges, they 
agreed, are often not low enough 
—when compared with charges 
for shipping freight between the 
same inland points and coastal 
ports such as New York and 
'Norfolk—to compensate for the 
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, : { > 2 “ « e : 
NEW TOLEDO FACILITIES: Two waterfront elevators, foreground, built 
by Mid-States Terminals, are part of more than $6-million worth of 
grain handling facilities erected at the Port of Toledo during 1961. 


longer and more’ expensive freight shipments to coastal 
steamship voyages through the) points. It is the existence of 
Seaway. these rates—lower than stand- 
Spokesmen for the lake ports | ard domestic freight rates— 
feel most of their problems! which is responsible for the so- 
would be solved if they could) called “discrimination” 


rate 


obtain the same export-import| against the Seaway ports. 
(Continued on page 19) 


rates offered by railroads on! 


THE KEY T0 YOUR 
SECURITY DESIGN PROBLEM 


If the equipment or product you are designing 
should have a lock, it should have the unique 
Chicago ACE® Lock. The above key fits the cir- 
cular keyway of an ACE lock and is as symbolic 
of maximum security as it is different from con- 
ventional keys. 

Because of the intricate tumbler combinations 
possible in a Chicago ACE Lock, you can specify 
your own registered, unduplicated key cut with 
duplicate keys available from the factory only. 

To learn more about the 
advantages of ACE and the 
complete line of Chicago 
Locks, write for a copy of 
our catalog and bulletins. 


) eee LOCK CO. 
2056 North Racine Avenve - Chicago 14, Illinois 
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New Plants, Expansions 


Joint Container Plant 


Los Angeles—Crown Zeller-| 


bach Corp. and Fruit Growers 
Supply Co., purchasing affiliate 
of Sunkist Growers, have started 
construction of a new corrugated 
shipping container operation 
here. The Crown Zellerbach 
plant will produce corrugated 
board which will be conveyed 
next door to the Fruit Growers 
facility for conversion into ship- 
ping containers. It is expected 
to go into operation by June, 
1962. The plants will be sepa- 
rately owned and operated. 


Astra Builds Lab 


Los Angeles—Astra Technical 
Instrument Corp., a subsidiary of 
Arnoux Corp., has moved to a 
new facility in Culver City, Calif. 
The new plant provides increased 
laboratory space for research and 
development programs. Astra is 
an electronics manufacturer of 
temperature-measurement, con- 
trol, alarm systems, and related 
components for military and in- 
dustrial use. 


Seaway to Campaign 
For Increased Traffic 


(Continued from page 18) 

The railroads, however, as one 
port official put it, “have been 
remarkably uncooperative in this 
matter. Naturally, they want to 
haul the longer distance even at 
the lower rate, since their total 
revenue will be greater.” 

Another major problem loom- 
ing over Seaway operations is a 
physical one—its maximum draft 
is only 27 ft., hardly enough 
to admit supertankers. Not only 
that, but it will be several more 
years before all the lake ports 
are dredged to this 
maximum. 

As it stands now, ships with 
a draft of 27 ft. to 25 ft. can 
ply the Seaway, Lake Ontario, 
the Welland Canal and Lake 
Erie. But they can’t go any 
farther west because of Shallow 
connecting channels between 
Lakes Erie and Huron. 

Despite these drawbacks, Sea- 
way spokesmen—officially at 
least—are optimistic about the 
inland waterway’s future. Mc- 
Cann, for instance, said he is 
quite “encouraged” by results to 
date. “I will be quite happy if 
we can get another 10% increase 
in traffic next year,” he said. 

Further evidence that the 
bloom is not entirely off the Sea- 
way is provided by the actions 
of individual companies and port 
authorities, which continue to 
show their confidence by shelling 
out cash for bigger and better 
shipping facilities. 

Toledo is a good example. The 
port is buying a new $300,000 
gantry crane which will service 
1,000 ft. of dock space, includ- 
ing one dock to be kept open 
for the public so anyone can use 
the crane without going through 
local stevedoring firms. Other 
major developments include $6- 
million worth of new grain 
handling facilities installed by 
three companies during the past 
year. Another firm, Industrial 
Molasses, Inc., recently finished 
building four bulk liquid tanks, 
with a total capacity of 6.5-mil- 
lion gal., for handling toxic 
chemicals. 
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Hooker Expanding 


North Vancouver, B. C.— 
Hooker Chemicals, Ltd., is ex- 
panding its chlorine and caustic 
soda production facilities here at 
a cost of $1-million. Hooker of- 
ficials said the expansion was 
called for by the increasing re- 
quirements of pulp and paper 
producers in the Canadian North- 
west. 

Expands Battery Plant 
St. Paul, Minn.—Gould-National 
Batteries, Inc., is expanding its 


|nickel cadmium battery plant by 
constructing additional building 
‘and production facilities. The 
i'move will triple production of 
the firm’s sealed-cell Nicad bat- 
tery. 


Owens-Illinois Glass 


Toledo, Ohio—Owens-Illinois 
Glass Co. has purchased its 13th 
plant for the manufacture of high- 
density polyethylene bottles. The 
plant, in Newburyport, Mass., 
was bought from the Columbia 
Broadcasting System. 


SILICONE NEWS from Dow Corning 


TRANSFORMER PLANT: Westinghouse Electric Corp. will start making 
shipments from its new Muncie, Ind., plant (above) this month. The 
facility was built especially for producing extra-large transformers. 


No more foamovers here 


after silicones 
were included 


Silicones prevent foaming best, 
help reduce waste, cut costs 


When foam bubbles meet Dow Corning Silicones — pfft! — the bubbles 


before silicones 
were included 


vanish. And the silicones work on and on, preventing more bubbles. 


That’s why you eliminate wasteful, sometimes hazardous, spill-overs and 


costly clean-ups when you put silicones on the job. 


Costs shrink. Foam control with Dow Corning Silicones is one sure way 


economically. And you can count on 
Dow Corning silicone antifoamers to dis- 
perse quickly . . . to be stable, uniform 
and long lasting. 


to cut costs. Product loss is reduced to almost nothing. Man-hours pre- 


viously spent sweeping away foam can be devoted to more profitable work. 
Processing schedules can be set and met. Production equipment can be oper- 
ated at full capacity because you eliminate the need to allow space for foam. 


Shrink defoamer costs too! 


Only a few drops of a Dow Corning 
silicone defoamer will settle down even the most violent and persistent 
foamers. Nothing else suppresses foam as quickly, as effectively, and as 


FREE SAMPLE — WRITE TODAY 

Test the best. Write today on your company 
letterhead for a free trial sample of a 
Dow Corning silicone antifoam, indicating 
whether the type of system you want to 
control is oil, aqueous, or food. Address 


Dept. 7524. 


Send for free 8-page manual, “ABC’s of Defoam- 


ing”. Address Dow Corning 
Mich., Dept. 7524, 


Corporation, Midland, 
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Pros and Cons of Leasing Aired| Purchasing’s Role Stressed in Fighting Inflation 
At Kalamazoo Valley P.A. Meeting 


Kalamazoo, Mich.—A _four- 
man panel thrashed out the pros 
and cons of leasing at the last 
meeting of the Kalamazoo Val- 
ley P.A. Assn. 

The panelists all agreed that 
leasing is one of the fastest 
changing fields at present and 
that P.A.’s should evaluate care- 
fully all factors to assure selec- 
tion of the right type of lease. 
Despite the numerous factors 
cited in favor of leasing, all four 
stressed that “you can still pay 
cash.” 

Benefits 

Singled out as leasing benefits 
were: freeing of capital funds for 
more profitable use; elimination 
of maintenance problems; less 
complex bookkeeping, both in 
basic accounting and tax de- 
preciation areas; more flexible tax 
depreciation schedules; reduced 
obsolesence factor; and adapt- 
ability to short-term projects 
such as specific defense contracts. 

Among the _ disadvantages 
given were: additional expense 
because it’s generally cheaper to 


NJ. Governmental P.A.'s 


Name Jackson President 


Atlantic City, N.J.—John J. 
Jackson, purchasing agent for 
the City of East Orange, has been 
elected president of the New 
Jersey Governmental Purchasing 
Agents Assn. 

Other new officers include: 
Anthony J. Frascella, purchas- 
ing agent, City of Trenton, vice 
president, and Mrs. Rose Karl, 
secretary to the purchasing agent, 
City of Passaic, secretary-treas- 
urer. 

Following election of officers 
at the group’s November meet- 
ing, a three-man panel discussed 
“standardization as it pertains to 
governmental purchasing.” Panel 
members included: Frederick C. 
Bunker, P.A. of Rutherford; 
Stephen C. Berry, Treasurer-P. 
A. of Dover, and Frascella. 


C. L. Magnuson to Head 


Conn. Public Purchasers 


Hartford, Conn.—C. L. Mag- 
nuson, director of purchases for 
the State of Connecticut, has been 
named president of the Public 
Purchasing Assn. of Connecticut. 

Other newly elected officers 
include: Roger E. Anderson, pur- 
chasing agent, Town of Green- 
wich, vice president, and An- 
thony J. Chimento, purchasing 
agent, City of Norwalk, secre- 
tary-treasurer. 

A. R. Hart, purchasing agent, 
Town of West Hartford, and W. 
H. Finnegan, assistant director 
of purchases, State of Connecti- 
cut, were named membership 
and program chairman respec- 
tively. All the new officers will 
take office at the group’s Jan- 
uary meeting. 


Moves to Detroit 


Detroit — Massey-Ferguson, 
Inc., will transfer industrial equip- 
ment manufacturing operations 
at its Wichita, Kan., plant to its 
tractor plant here. Production of 
industrial equipment at the trac- 
tor plant is expected to begin in 
January. The Kansas plant and| 
property will be sold. 
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purchase than to lease if capital 
is available; probable need for 
higher credit rating for leasing 
than for purchases; and lack of 
pride of ownership—an admit- 
tedly intangible factor. 

Panelists included: Harold F. 
Cassel, Tom Cronley, Inc.; Dean 
Potts, National Cash Register 
Co.; Albert Parker, Ihling Bros. 
Everard Co.; and Frank B. Egan, 
Battle Creek insurance under- 
writer who specializes in the leas- 
ing field. 


Newark, N.J. — Management 
should demand that purchasing 
offset inflation by saving at least 
2% of total disbursement, a pur- 
chasing executive told North 
Jersey Purchasing Agent Assn. 
members. 

Andrew M. Kennedy, SJr., vice 
president in charge of purchases 
and traffic, Westinghouse Elec- 
tric Corp., Pittsburgh, contended 
that P.A.’s often feel unwanted 
and suffer from an_ inferiority 
complex because management ex- 
pects too little from them. 

Management, he added, should 


expect purchasing to play a 
major role in reducing produc- 
tion costs by generating ideas that 
will yield a 300% to 500% re- 
turn on the purchasing budget. 

“It should demand that pur- 
chasing contribute to product 
design, improvement, and devel- 
opment by using the creative 
technical abilities of its suppliers,” 
Kennedy said. “It should de- 
mand a continuous availability of 
its production materials—accu- 
rately set objectives and price 
forecasts—complete compliance 
with ethical and moral stand- 


ards,” the Westinghouse purchas- 
ing chief said. 

The purchasing agent, Kennedy 
stressed, must contribute to prof- 
its by reducing materials costs. 
All purchasing costs, however 
trivial, he said, should be kept 
under sharp control. 

Kennedy told the group that 
a good P.A. should be technically 
competent, acceptable as a rep- 
resentative of other departments, 
completely integrated in his com- 
pany’s production program, and 
he must participate in achieving 
over-all profit objectives. 
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COMMERCIAL AND INDUSTRIAL LAMP SPECIALISTS SINCE 1900 


Fluorescent ° 


Incandescent * 


Mercury Vapor 


. Infra-Red 
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Foreign Perspective 


EK uropean manufacturers are likely to increase their efforts 
to expand their share of the U. S. market in 1962. 

The bloom is off West Europe’s boom and the declining 
economy tends to free some European resources and to ease 
delivery times and prices. 

You don’t need a crystal ball to predict that 1962 will be one 
of the most competitive years on the international market since 
the war. 

This may mean new pressures on U.S. domestic prices as 


NEW JAPANESE EXPORT: Leonite, American manufacturers try to meet the competition from abroad. 
a new galvanized metal, is made Another aspect of the competitive picture: greater reluctance to 
at Mizue Works of Japan Steel. reduce tariff walls and import quotas. 
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are one of the four lines 
listed as meeting the quality 
specifications of the 


U.S. Bureau of Standards 


wn 


When Congress re-convenes in January, the fight over Presi- 
dent Kennedy's proposals to liberalize foreign trade should be 
a real donnybrook. 

es . e 


Latest European industry to feel the slump is steel, but Euro- 
pean manufacturers have taken two drastic measures to keep 
prices from falling too low. 

The Brussels Export Convention returned to the formula of 
export floors to stem the fall in prices (see P/W, Nov. 27, ’61, 
p. 72). The action apparently has proved successful. 

Hot rolled strip now is selling at $100 to $105/ton, $7 above 
the new minimum; structural steel is going at $100 to $101/ton, 
$6 above the base price; wire rods and bar steels are selling at 
the new minimums of $89/ton and $95/ton, respectively. 

Before this action, European export prices had fallen to $88/ 
ton for hot rolled strip; $90/ton for structural steel; $87/ton for 
wire rods and $93/ton for bars. 

Only thin gage sheet, selling at $115 to $123/ton, was kept on 
the free market. 

Germany also cut back its 
steel production 15% to 25%. 
Reason: Incoming orders, run- 
ning 1% above output during 
1960, slumped 4% below sales 
during the first half of 1961 and 
14% below in the third quarter. 

Look for the cutback to stay 
until next spring or summer. 


Reports that the International 
Tin Council is on the verge of a 
breakup are apparently over- 
blown. 

The reports started last month 
When Guillermo Bedrigal Gutier- 
rez, president of the Bolivian 
Mining Corp., said that produc- 
ing nations would withdraw from 
the ITC and form their own pool 
unless the council raised the floor 
and ceiling prices to £800/ton 
and £1,000/ton, respectively. 

London trade circles are not 
taking the statement too seri- 
ously, however. They view it as 
merely an attempt to push the 
ITC into boosting price limits at 
the next meeting, Feb. 14. 

The statement was made with- 
out prior consultation with or 
approval of other producing 
countries. Even Malaya, whose 
low-cost producers have trouble 
breaking even at £800/ton, was 
unwilling to go along. 
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Doubling of imports from 
Japan is urged in a study pre- 
pared by Johns Hopkins Univer- 
sity Professor Warren S. Hans- 
berger. 

In 1960 Japan sent $1.1-bil- 
lion worth of goods to the U.S. 
Dr. Hansberger says the U.S. can 
and should absorb $3-million 
worth by 1970. Growth of the 
American economy will alleviate 
any damage caused by the added 
flow of imports, according to the 
report. 

The report is another volley 
in the continuing barrage for a 
freer trade program being laid 
down by the powerful Louisiana 
Democrat, Rep. Hale Boggs, 
chairman of the Joint Congres- 
sional Subcommittee on Foreign 
Economic Policy. He opens hear- 
ings this week on America’s 
foreign trade program. 


Japan is entering the export 


~~ CHAMPION LAMPS 


) 
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market with a new product— 
Leonite, a galvanized metal used 
in building construction, autos, 
electric equipment, and appli- 
ances. 

Prime market is Asia and Latin 
America, but look for future 
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sales in the U. S. and Western 
Europe. Japan Steel & Tube 
Co.’s Mizue Works, near Yoko- 
hama, can turn out 84,000 tons/ 
year (see picture). 
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P/W Professional Development Competition: 


If You Can Solve 
This Management Problem 
You Can Win.. 


Professional Development Competition No. 4 


The ABC Manufacturing Co. is a producer of toys and small appliances with 
a seasonal sales pattern. Its sales are about $30-million a year. Recently the 
board of directors decided that ABC should diversify, so it acquired the Won- 
der Chemical Co., a firm with $10-million sales of resins and chemicals. Wonder’s 
market is mainly industrial, with an even year-round sales pattern, and the com- 
pany has the reputation of being a fast-growing outfit in the field. Its one plant 
is located about 100 miles from ABC’s factory and in the same state. 


When the acquisition was completed, the president of ABC said to Ralph Foster, 
his purchasing director, “| wonder if we should combine the purchasing depart- 
ments of the two companies. | know both companies make widely different product 
lines, but there ought to be some economies, maybe in personnel and paper- 
work. Perhaps we could work out some transportation deals. For that matter, 
there may be some overlap in buying of maintenance supplies. 


a 


understand that Wonder’s purchasing agent is a very good man, 
and of course, you know that we’ve promised to retain all their executives. But | 
would like you to look into the situation and let us know what you recommend. 
I've told them you'll be coming over.” 


Ralph’s department consists of himself, four buyers, and five clerks and secre- 
taries. It is responsible for buying all materials, components, and operating sup- 
plies, as well as inbound traffic. However, Ralph knows that it has no experience in 
purchasing chemical industry raw materials, equipment, or supplies. Wonder’s pur- 
chasing department includes five people, and is responsible only for buying. 


If you were Ralph Foster, what facets of the situation would you examine in 
order to make an intelligent report? What recommendations would you put into a 
formal report to your president? 


This is the fourth in a series of case-problems to appear—at two-week 
intervals—in PURCHASING WEEK’s Professional Development 
Competition. Entries for each case will be judged separately. 
These cases were specially designed for this Competition 
by P/W Consultant F. Albert Hayes. 
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This Certificate 


F. Albert 
NAPA president, v.p.-purchas- 
ing at Bigelow-Sanford Carpet man Medalist, and author of 
Co., Shipman 
Purchasing Week Consultant. 


Here Is What You Should Know About This Competition | 


Object: To stimulate your thinking on today’s broad 
management problems in the purchasing profession— 
and properly recognize your alertness. 


Eligibility: Any Purchasing man may enter the 
Competition as an individual; or any Purchasing De- 
partment may enter as a team; or any group of Pur- 
chasing people may get together and enter as a pool. 


Awards: There will be as many awards in this Com- 
petition as case problems. In other words, you may 
submit one entry any time—or every time. ‘he awards 
themselves are certificates (such as shown above) 
signed by Donald C. McGraw, President of the Mc- 
Graw-Hill Publishing Co., Inc., and the three judges. 
Wherever possible, the winners will receive the 
awards via the president of their own companies who 
—in every instance—will be notified of their achieve- 
ments. 


Where to Enter: Address your entry to William R. 
Leitch, PURCHASING WEEK, 330 W. 42nd St., New 
York 36, N. Y. 


Time Limit: Entries must be postmarked no later 
than two weeks after publication date of each problem. 
(For this one, the limit is Dec. 18.) 


er Kis ( ontribution to 


Professional Development 


J hereby present this cer liftcate to 


on behalf of 
Purchasing Week | 


and the undersigned board of judges in ho have 


app oved his solution lo advanced problems in 


the pu chasing field. 


Keuata MMe | . | 


President 
McGraw-Hill Publishing Co., Inc 


\) 


William R. Leitch, P/W 
Management and Professional 
Development Editor, and win- 
ner of Jesse H. Neal Business 
Journalism Award of Merit. 


George A. Renard, retired na- 
tional secretary of NAPA, Ship- 


former 


Hayes, 


Medalist and 


the Purchasing Week column, 
“From One P.A. to Another.” 


What to Enter: You should submit an outline of how | 
you would handle the case-problem. The judges suggest | 
that two typewritten pages (double-spaced) would be | 
a good target length. In other words, you should write 
the judges a memo broadly stating what plan of action 
you would pursue if confronted with the situation 
described in the case-problem. Your plan should be 
original (avoid quoting from books or speeches) and 
should not include such burdensome detail as specific 
figures, calculations, etc. Do not send documents from 
your firm (such as your policy manual) as part of your 
answer. Attack the problem from the viewpoint of the 
hypothetical P.A. in the case. 


How you will be judged: Obviously, these case 
problems have no single, pat solution, such as problems 
in mathematics do. So the shrewdness of your strategy 
is what counts. (In the problem on the opposite 
page, consider how the P.A. involved can develop the 
best organizational plan to coordinate purchasing with 
the new division. This is the sort of thinking the judges 
will watch for in your answer. ) 


Finally, there are no tricks or hidden clues in the 
case problems. Accept them at face value, write your 
memo accordingly, and good luck. 


| 
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Follow-Up: 
Letters & Comment 


Mail Improvement 


Schenectady, New York 

We would like permission to 
reprint an article which appeared 
in the Nov. 13 issue, “Are You 
Foundering in a Flood of Incom- 
ing Mail?” (p. 30) 

The reprints will be distributed 
to some 40 copywriters, plus ad- 
vertising men in about 30 of our 
product departments; all have a 
deep interest in this problem for 
they plan and execute direct mail 
programs aimed at purchasing 
agents. 

F. R. Draeger 

Advertising & Sales 
Promotion Dept. 
Industrial Sales Operation 
General Electric Co. 
@ Permission granted. 


Copying Machine Guide 


Pittsburgh, Pa. 

We have seen a reprint from 
your March 6 issue on “Product 
Guide: Data to Help You Make 
the Right Decision When Pur- 
chasing Office Copying Machines 
for Your Company.” 

We are very much interested 
in this article and should like to 
secure 12 copies of this reprint. 

M. M. Smith 
A. & B. Smith Co. 


@ Reprints are still available. 


To Our Readers 


This is your column. Write 
on any subject you think will 
interest purchasing executives. 

Send your letters to “Fol- 
low-Up,” Purchasing Week, 
330 West 42nd St., New York 
36, N. Y. 


Buys Canadian 


Toronto, Canada 

We read with interest your 
weekly paper and wish to compli- 
ment you on the items chosen. 
However, in your Nov. 13 weekly 
question to purchasing agents, 
page 11, (“PURCHASING WEEK 
Asks”), we feel that one opinion 
does not ring true to Canadian 
purchasing—that is, the opinion 
of R. E. Witt, Cyanamid Canada, 
Ltd. 

We, as part of an American 
corporation, do not buy anything 
from foreign markets unless it is 
not made in Canada or cannot be 
made in Canada; in many cases a 
slightly higher Canadian cost is 
preferable especially where de- 
livery is important. We do not 
have divided loyalties and see no 
reason why any Canadian firm 
should have to choose a foreign 
source of supply, if available as 
stated. 

We might add that to date we 
have purchased every product 


WHERE-TO-BUY 


National purchasing section for new 
equipment, service, and merchandise 

SPACE UNITS: 1-6 inches. 

RATES: $20.70 per advertising inch, per 
insertion. Contract rates on request 
Subject agency commission and 2% 
cash discount. 


mentionable with the exception 
of food, and every tool at our 
disposal is used to “Buy Cana- 
dian” which we feel is the only 
way our economy can be main- 
tained. 


This Changing Purchasing Profession 


y 
) 
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Fred R. Brown has been given 
the post of purchasing agent, 
Spang & Co., Butler, Pa., re- 
sponsible for the purchasing func- 
tion at Spang & Co. as well as its 
affiliates, Ferroslag Process Corp. 
and Butler Refractories. Before 
this, he was in the purchasing de- 
partment, Pittsburgh-Des Moines 


FASTENERS FOR AIRCRAFT AND MISSILES 
immediate Delivery—AN—N.A.S.—M.$.—6 Digit 
CERTIFIED TO GOVERNMENT SPECIFICATIONS 
Soits—Nuts—Rivets—Screws—Studs—internal ang 
External Wrenching Boits—Dowe!l and Lock Pins 


Mercury air parts co., inc. 

9310 West Jefferson Bivd., Culver City, Calif. 
Telephone—UPton 0-5923—Teietype—CVR CY 4138 
TOUGH SPECIALS 10 DAY DELIVERY 
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We hope these comments Will pp a Hruska . © Geomn Steel Co.. Pittsburgh. 

be considered constructively, 5 

rather than a beef against any Richard A. Hruska has been Henry T. Meyers has joined 

other person’s opinion. promoted to assistant purchasing Mandrel Industries, Inc., Hous- 
J. V. Condon agent, Purolator Products, Inc.. ton, as P.A. He had been with 
Purchasing Agent Rahway, N. J. Prior to this, he Champion Papers, Inc., Hamil- 
Linde Gases Division had been technical assistant te ton, Ohio, and 
Union Carbide Canada, Ltd. the purchasing agent. NAPA. 


Stand alongside a big lift like this and your first impulse is to 
head for the nearest exit. But when the huge forging is moved 
safely and quickly, you gain a new respect for the engineers 
who designed the slings and the hoist rope on the crane. The 
wire rope used on this job was USS Tiger Brand .. . and it 
was made from tough Monitor Steel. 

When ordering slings, you naturally think of safety—not 
only for your men but also for your equipment and the loads 
being handled. Tiger Slings have no weak links. The wire rope 
and fittings are matched and the connections are as strong as 
the rope itself. Properly designed slings save time and money. 
You can get them from the local USS Tiger Brand Distrib- 
utor or he will order special types to suit your needs. 

For more information on wire rope or slings, write American 
Steel and Wire, Dept. 1605, Rockefeller Building, Cleve- 
land 13, Ohio. USS and Tiger Brand are registered trademarks. 


WHY TIGER BRAND IS YOUR BEST BUY. 


1. It is made by a company that maintains the most complete re- 
search and manufacturing facilities in the steel industry. 


2. It is designed by one of the country’s most capable staffs of wire 
rope engineers. It is serviced by thoroughly experienced field repre- 
sentatives always ready with their assistance. 


3. Every type of Tiger Brand Wire Rope is designed for specific appli- 
cations. You get the right rope for the job. 


4. It is made by one company, U. S. Steel, and every step of produc- 
tion, from ore to finished product, is carefully controlled and super- 
vised to guarantee one high standard quality. 


5. Tiger Brand Wire Rope is manufactured by the foremost single 
wire rope producer in the country, 


Contact the Tiger Brand Distributor. He carries a complete line of industrial 
wire rope for immediate deliveries in your area, 


American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coa! & Iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, Distributors Abroad 


USS Tiger Slings lifting a 15-ton drive shaft for the first nuclear-powered 
aircraft carrier. The crane huist ropes (not shown) are also USS Tiger Brand 
for strength and reliability. 
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Lifting a 15-ton forging 


H. T. Meyers H. E. Nilson 


Howard E. Nilson has been as- 
signed the post of manager of 
purchasing for laboratory, Dunn 
Engineering Corp., Cambridge, 
Mass. He was with Electronics 
Inc., Boston. 


December 4, 1961 


BRIEFING: Barrett Klopfer, v.p., Pacific Div., Stand- 


ard Register, welcomes California P.A. group, 
outlines what it can expect to see in plant tour. 


1 with (iss) Tiger Brand Wire Rope and Slings 
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FIRST-HAND LOOK: Three P.A.’s pause during tour 
to get information from machine operator. Tour was 
arranged to familiarize P.A.‘s with local products. 
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Plant Tours Acquaint Calif. P.A.’s 
With Potentialities of Local Vendors 


Oakland, Calif. Northern 
California Purchasing Agents 
Assn. members visited seven 
plants during the 15th annual 
purchasing agents-manufacturers 
meeting sponsored by the Ala- 
meda County Manufacturers 
Committee of the Oakland Cham- 
ber of Commerce. 

More than 120 association 
members from San Jose to Sacra- 
mento participated in the half- 
day tour aimed at acquainting 
P.A.’s with Alameda area indus- 


try. “We want purchasing agents 
to see our plants first hand so 
these will be the manufacturers 
they think of when they need spe- 
cial products,” a chamber spokes- 
man said. 

P.A.’s first met for lunch and 
then split up into three groups. 
One group visited Standard 
Register Co.’s Pacific Div., Con- 
tinental Can Co., and Hazel 
Atlas Glass Div., all in Oakland. 
The second group toured Chris 
|\Craft Corp. and Western Paper 
|Box Co. in Hayward; the third 
‘group saw the facilities of Titan 
Metal Mfg. Co. and National 
Homes Corp. of California in 
Newark. 

At the plants, association 
members first received a briefing 
by a company executive on 
| policies, products, and method of 
operation. P.A.’s_ were then 
divided into small groups and 
taken through the plant by tour 
leaders who supplied further data. 
| Purchasing men were also per- 
mitted to stop and question plant 
workers. 


Los Angeles P.A. Assn. 
Forms Group to Tackle 
Space-Age Problems 


Los Angeles — The Profes- 
sional Development Committee 
of the Los Angeles P.A. Assn. 
has organized a_ subcontractors 
group to deal with problems and 
techniques of specific interest to 
defense, electronic, and aerospace 
industry purchasing managers. 

The new group will meet 
monthly ahead of the usual as- 
sociation meeting. William Mc- 
Kay, of the North American 
Aviation, Inc. purchasing depart- 
ment, is vice chairman of the 
group. 

At its initial meeting Arthur 
G. Pearson, chairman of the 
Pro-D committee and procure- 
ment specialist for the Missiles 
and Space Div. of Lockheed Air- 
craft, described the reason for 
the new group. He said, “There 
is a need in NAPA for groups 
oriented to work responsibility 
in addition to groups oriented to 
commodities. 

“It is for this reason the Los 
Angeles Assn. is pioneering this 
type of group. Generally, 85% 
of commitment dollars are han- 
dled by procurement managers 
for their companies. Their tech- 
niques of negotiation, price anal- 
ysis, cost analysis, and admin- 
istration of contracts are at a 
work level far and above that 
required in purchasing in gen- 
eral,” Pearson announced. 

The first meeting covered the 
subcontract manager’s responsi- 
bilities. Subjects for future meet- 
ings will include price analysis 
techniques, negotiation tech- 
niques, considerations affecting 
selection of contract type, ad- 
vanced planning and program- 
ing of procurement, and the af- 
fect of contract terms and 
conditions on the procurement 
procedure. 


Pem Tool Moves 


Hillside, N. J.—Pem Machine 
Tool Co., Inc., will move into a 
new building in Cranford, New 
Jersey. The new building will in- 
crease capacity of the firm by 
50%. 
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Detroit Perspective 


Crystal Ball Gazing 
In the Auto Industry 


By Donald MacDonald 


P/W Bureau Chief 


en-hour shifts and Saturday overtime are the rule in many 
T auto plants as Ford and General Motors seek: 1) to recoup 
the estimated 230,000 units lost during the September-October 
strikes; 2) replenish depleted dealer inventories; and 3) keep up 


NOW 


easiest opening 
closure on earth! 


... another advantage 
for 2 STRIP 
CASE SEALING 


LUDLOW’S N EW 


NON - STAINING 


with a sales momentum that observers compare with the record 
year of 1955. 

At introduction time each fall, auto company heads habitually 
and optimistically carve up their expected share of the market. 
Goals set are always higher than the performance of the previous 
year, and, of course, total individual expectations exceed by 
far the possible 100%. 

Another figure handed out with just slightly more authority 
than that of a palm reader is each man’s prediction of total sales 
for the coming model year. Although certain long-range pur- 
chasing commitments are based on these predictions, this figure 
is as solid as any dollar placed on the “come” line at Las Vegas. 
Early this fall, there was almost unanimous agreement that 1962 
would be a 7-million car year, including an estimated 400,000 
imports. 

Let’s take a current look. Chevrolet, Pontiac, and Rambler are 
claiming sales records for comparable periods. Lincoln- 
Mercury rests on a “since World War IL” record. Buick reports 


“Quick-Stri REINFORCED SEALING TAPE 


2-strip case sealing with Quick-Strip wins friends for your 
product because it offers important new packaging con- 
venience. Ludlow's reinforced sealing tapes with new 
non-asphaltic Quick-Strip takes the mess, effort, and 
delay out of opening cartons — leaves no tar-like smears 
on knives, counters, clothes, products, or people, as or- 
dinary reinforced tapes do. And it’s the lowest-cost 
non-asphaltic tape on the market! 


udlow 


GLASPUN-SNAKETAPE 


Quick-Strip is reinforced for tremendous strength, yet 
peels away readily when you want it to, leaving only a 
light kraft tissue that slits easily with the slightest touch. 
Give your cartons the sealing-power and opening-appeal 
of modern Quick- Strip. 


LUDLOW PAPERS, Dept. PW121,Needham Heights 94, Mass. 
A Division of Ludlow Corporation 


Send me details and samples of 
Ludlow non- asphaltic Quick-Strip reinforced tape. 


Title 


Firm 


Address 


i 
| 
| 
| 
| 
| 

Name | 
| 
| 
| 
| 
| 
| 


The most extensive service on printed tapes in the industry, ranging up to seven colors. 
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a level of activity equal to 1957 
(a good year for that maker), 
and Studebaker is selling its 
Larks at the profitable 1959 rate, 
when this model was first intro- 
duced. Ford predicted its best 
November ever, even with a 
strike-slowed start, and Chrysler 
also indicated a sharp spurt late 
in the month. 

Backing up the claims are 
certain facts. One barometer for 
example, is bid invitations for 
purchase and removal of baled 
scrap. Fisher Body Div. of GM 
| wants to rid itself of 23,800 tons 
(Michigan only) this month. In 
November this activity generated 
20,000 tons, and the strike- 
lowered October figure was 14,- 
200 tons. Ford figures are not 
usable as a production indicator 
due to unknown consumption by 
its own steel mill, but Chrysler’s 
earlier doldrums were indicated 
| when December disposal require- 
ments were listed as slightly un- 
der its November total. 

December steel orders, already 
let, can be assumed to be follow- 
ing the same ups and downs be- 
cause, of course, baled scrap 
generation is a fixed percentage of 
new sheet usage (approximately 
5%). Normal steel lead time in 
the auto industry is 45 days prior 
to the first day in the month of 
delivery, except for specialties 
that are sometimes ordered 60 
days in advance. 

Uncharted upward gyrations 
in car sales, as are now occurring, 
result in initiation of new steel 
buys. No panic button here; they 
/are worked out in the scheduled, 
monthly meetings of steel buyers 
held by each company. Here, 
too, the goal is 45 days’ lead, but 
circumstances sometimes dictate 
a shorter period. Regular sup- 
pliers usually can expect indica- 
tion of long-range production 
plans, and adjustments of same, 
but are not warned in advance 
of a specific additional buy. 


Steel shipments are scheduled 
to achieve a 20-22 working-day 
“float.” At this point the auto 
companies own the material and 
naturally desire to keep invest- 
ment to a minimum. Corrosion 
and warehousing costs are other 
spurs to low inventory. Actually, 
as sheet steel ages in storage it 
can generate a brittleness that 
might make it unusable for cer- 
tain maximum draw stampings. 

The steel industry’s 20% de- 
pendence upon the auto industry 
| thus pulsates at a rate of 45 days 
removed from the assembly line. 
The assembly line, in turn, is 
closely keyed to the daily selling 
rate of cars, and this happy figure 
by recent count was 21,800 units 
per business day. Subtract the 
‘holidays, multiply by the re- 
mainder, and you have the pos- 
sibility of a better year than 
record 1955. 


| Other factors, besides the 230,- 
000 units lost to strikes, help to 
spur production. Dealer inven- 
tories, for example are down to 
about 540,000 cars where closer 
‘to one-million are considered 
/mecessary to adequately represent 
\the 337 distinctively different— 
| price-wise—models on the mar- 
ket. 


Strikes have also delayed the 
selling start of the all-new “in- 
‘between” cars. Their ultimate 
market significance is a matter 
of speculation (Ford, for exam- 
ple, thinks that its Fairlane may 
become the volume line), but who 
will steal from whom? No one 


‘knows at this point. 
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Meetings You May Want to Attend | 


NEW LISTING 


Business Trade Conference—One Day 
Counseling Conference, Roosevelt Hotel, New 
Orleans, Dec. 13. 


3rd Annual Winter Convention on Military 
Electronics—Ambassador Hotel, Los Angeles, 
Calif., Feb. 7-9. 


Malleable Founders Society—Annual Tech- 
nical and Operating Conference, Hotel Pick- 
Carter, Cleveland, Feb. 28-March 1. 


Steel Founders’ Society of America—An- 
nual Meeting, Drake Hotel, Chicago, March 
12-13. 


National Electrical Manufacturers’ Assn.— 
National Electric Comfort Heating Exposition 
and Symposium, Hotel Chicago, 
Mar. 19-21. 


Sherman, 


66th Castings Congress and Exposition, 


EVERY USER OF 


OSCILLOGRAPHS 
Should have this 


FREE PORTFOLIO 


RECORDING 
CHARTS 


smoroved @B vere Mates by furrent memmern 


Secs: Cherm en eecteomnns, Neteem, walang. sertane 
nd saree anatriers one tor the Mart ® partente 


( came oma 62 wee carans ame sass weve ) 
This portfolio, yours for the asking, 
tells eight ways you'll benefit by 
standardizing on GC direct-writing 
charts. It holds a sheaf of samples 
to give you the ‘“‘feel’’ of the ultra- 
smooth, specially milled paper on 
which GC Charts are printed. On 
the back is a handy guide for order- 
ing the GC direct-writing charts 
that will meet your needs. 


GC direct-writing charts are made 
from special chart paper that is 
smooth, tough, and dimensionally 
stable. And they are made by spe- 
cialists who use the most modern 
techniques and refinements in chart 
printing. That’s why you can count 
on GC for accuracy, for uniformity, 
and for perfectly even edges. 


For unique convenience, you can 
place a single order for a whole 
year’s supply of GC direct-writing 
charts specifying periodic ship- 
ments to meet your needs. Right 
now, get the complete story. Write: 


Technical Recording Chart Division 
GRAPHIC CONTROLS CORPORATION 


r———- Use This Coupon -—-—-—4 


Technical Recording Chart Division 
GRAPHIC CONTROLS CORP. 

189 Van Rensselaer Street Dept. PW 
Buffalo 10, New York 

_ Please send me your new portfolio of 
information and samples of GC direct- 


writing charts. No charge or obligation, 
of course. 


Name 


Firm 
Address 
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29th International Foundry Congress— Cobo 


Hall, Detroit, May 7-11. 


Triple Industry Supply Convention—Ameri- 
can Supply & Machinery Manufacturers As- 
sociation, New York City, June 4-6. 


PREVIOUSLY LISTED 
DECEMBER 


International Visual 


JANUARY 


Automotive Engineering Congress and Ex- 
position—Cobo Hall, Detroit, January 8-12. 


2nd Annual Conference on Containeriza- 


|tion and Packaging—Skytop Room, Statler 
| Hilton Hotel, New York City, Jan. 18. 


gress—Biltmore Hotel, Los Angeles, Dec. 2-5. 


Empire State Chamber of Commerce—3rd 
Annual Workshop, Hotel Sheraton-Ten Eyck, 
Albany, N. Y., Dec. 5. 


9th Plastic Film, Sheeting & Coated Fabrics 
Conference New York City, 
Dec. 7-8. 


Pierre Hotel, 


Conference— 
a Ae 


Eastern Joint Computer 
Sheraton-Park Hotel, Washington, 
Dec. 12-14. 


Southern Industrial Distributors’ 
tion— Midyear Meeting, 
Hotel, Houston, Tex., Jan. 21-23. 


Associa- 


Annual Shamrock 


1962 Plant Engineering and Maintenance 


| Show—Convention Hall, Philadelphia, Jan. 
Communiations Con- | 


22-25. 


Electrical Engineering Exposition—New 
York Coliseum, January 29-Feb. 2. 


American Management Association—Hotel 
Astor, New York City, Jan. 31-Feb. 2. 


FEBRUARY 


Gravure Technical Association Convention 
-Hotel Commodore, New York City, Feb. 26- 
March 1. 


Custom molded 
by CMPC 


APPLICATION: Rust, corrosion and tem- 
perature resistant housing for automatic 
residential humidifier. Phenolic molded 
by CMPC. 

ADVANTAGES: While developing the con- 
cept of a superior new high-capacit 

humidifier—the pe Re ae a res | 
Products Corporation engineers con- 
sulted CMPC. The result is this com- 
pect, lifetime unit with motor housing, 
drain pan and distributing pan molded 
as integral parts of the main housing. 
In addition to providing the durability 
needed, this CMPC-molded housing 
helps give the unit quieter operation... 
permits greater accessibility for inspec- 
tion ... and affords the Aprilaire a neat- 
er, trimmer appearance. Specify CMPC 
++.» custom molders for over 40 years. 


CMP. CHICAGO MOLDED 


PRODUCTS CORPORATION 
1020-H N. KOLMAR AVE. CHICAGO 51, ILLINOIS 


Dryer baffle 
Custom molded 
by CMPC 


APPLICATION: Molded baffles hold “‘feel- 
ers” that signal the electronic ‘“‘brain” of 
a ae new Automatic Dryer. The 3 
baffles are compression molded cotton 
flock-filled phenolic. 

ADVANTAGES: There’s no more guess- 
work or possibility of overdrying clothes 
with this new dryer. An electronic con- 
trol actually feels the degree of moisture 
in fabrics—shutting the dryer off at the 
exact moment, or starting a controlled 
cool-down period of tumbling. Key com- 
ponents in this outstanding develop- 
ment are the baffles to which the minute 
““feelers’’ are attached. Long life and ef- 
ficiency of the CMPC-molded baffles are 
achieved by great resistance to moisture, 
heat and impact. Specify CMPC ...cus- 
tom plastic molders for over 40 years. 


CMP. ¥ CHICAGO MOLDED 
PRODUCTS CORPORATION 
1020-H N. KOLMAR AVE. CHICAGO 51, ILLINOIS 


*Georgia 


EXAMPLES OF DELTA’S 
DAILY AIR - TRUCK SERVICE: 
Atlanta to Pine Log,Ga..... 
New Orleans to Pascagoula. . 


57 miles 
108 miles 
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DELIA 


the air line with the BIG JETS 


MARCH 


American Chemical Society—National 
Meeting, Washington, D. C., March 20-29. 


APRIL 


1962 Indiana Industrial Show—Manufac- 
turers’ Building, State Fair Grounds, Indianap- 
olis, April 4-6. 


19th Annual S.P.I. 
ference—Hotel Del 
Calif, April 4-6. 


Western Section Con- 
Coronado, Coronado, 


American Management Association—31st 
National Packaging Exposition, April 9-12. 


American Society for Metals—Regional 
Conference and Exhibition, Shamrock Hilton 
Hotel, Houston, April 17-19. 


Western Space Age Industries Exposition 
and Conference—Cow Palace, San Francisco, 
April 25-29. 


Routine or rush, specify Delta Jet Freight 


NEXT STOP: CRABAPPL 


AIR- TRUCK 
DELIVERY 


Delta Air Freight expands fast air- truck service to 
trading areas miles around Delta airport cities. Now busi- 
nessmen in neighboring cities can have next day Delta Air 
Freight service to and from the nation’s richest markets. For 
routine or rush shipping, call your nearest Delta office. 


General 
Offices: 
Atlanta, 
Georgia 


Your best wire-rope buy— 


Your VALUE ANA 
Will Prove It! 


Macwhyte ‘74 


YOU GET THESE ADDED VALUES 
WHEN YOU BUY MACWHYTE 


Reliable Company 

Reputable, long-established, independent 
wire-rope manufacturer. 

Stands 100% behind product quality. 


Stocked 

Distributors everywhere as near as your 
telephone. 

Network of Macwhyte factory warehouses 
supports distributors. 

Individual Service 

Special stocks are preplanned to meet your 
anticipated requirements. These stocks can 
be ordered out in any lengths you need, 
as you need them. 

Complete Line 

In addition to 7-Flex wire rope, Macwhyte 
makes a full line of related products for the 
convenience and economy of buying every- 
thing you need from one dependable source: 


Slings (Bulletins 5308-R, 5886) 


Corrosion-Resisting Wire Rope 
(Bulletin 49-30) 


Wire Rope Assemblies (Catalog 6101) 


Aircraft Cable, Terminals, 
Tie Rods, Assemblies (Catalog A-4) 


Engineering Service 
Recommendations made for all applications. 


Check it any way you want — prove fo yourself that 7- Flex meets 
your requirements better than any wire rope you’ve ever used/ 


What are your criteria for evaluating wire 
rope? Do you look for strength? . . . for sta- 
bility, flexibility, pliability? Do you look for 
resistance to abrasion, crushing, and fatigue? 

Whatever the check-points of your value 
analysis — however severe your appraisal — 
7-Flex is sure to rate high on every count. 

7-Flex is a new concept in wire-rope design 
— seven strands laid helically around an in- 
dependent wire-rope core. It comes closer to 
being an all-purpose rope than any wire rope 
you’ve used before. 


Batt ® Min 
wae Ne 


THE RIGHT 
MACWHYTE 


It’s as flexible as 8-strand wire rope — as 
rugged as 6 x 19 — and it resists fatigue like 
6 x 37. It is designed to outperform 6-strand 
rope — it has 16%5% more wearing surface. 
7-Flex saves you money on most hoisting, 
pulling, and holding operations. And it sim- 
plifies ordering and inventory. 

Diameters from %" to 1%" are available 
from any Macwhyte distributor. Order 7-F lex 
today and give it your value analysis. 

Further details and specifications in Bul- 
letin 60100-R. Write for your free copy. 


7-FLEX* PREMIUM WHYTE STRAND WIRE ROPE 


“7-F LEX” is a registered trademark of Macwhyte Company 


MACWHYTE WIRE ROPE COMPANY, 2900 FOURTEENTH AVENUE, KENOSHA, WIS. 


y : » 
*Tauction o* 
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Wire Rope Manufacturing Specialists Since 1896 
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Product News in Brief 


| Encased Fiber Air Duct 


| 

| Lancaster, Pa. Armstrong 
|Cork Co. is distributing an alu- 
minum-encased glass fiber air 
duct (left) for heating and air con- 
ditioning systems that provides 
thermal insulation as well as 
sound absorption. 

| Aluminum-Encased Armaglas 
Duct is available in standard sizes 
of 4 in. through 36 in. and with 
a nominal wall thickness of 114 
in. in sizes above 22 in. The cas- 


tion with standard galvanized 
metal fittings regularly used with 
round sheet metal ducts. Joints 
and fittings are sealed with alu- 
minum tape and, when expected 
air pressures exceed 2-in. water 
pressure, with a mastic sealer 
also. 


Electrohydraulic System 


Pittsburg—Westinghouse Elec- 
tric Corp. is marketing “the first 
packaged electrohydraulic form- 


discharge to perform operations 


conventionally 
| heavy presses. 
| The system can store up to 
| 42,500 joules at 20,000 v., can 
‘be charged to full voltage in 
about three minutes. The rate 
of discharge is 33 microseconds 
per cycle. 

Electrohydraulic systems can 
form metals and shapes that are 
| difficult to form by conventional 
means due to work hardening or 
| Other undesirable attributes. Low 
cost, plastic or wooden dies can 
be used. 
| The system consists of a bank 
of low inductance energy-storage 


performed on 


ing of 3-mil aluminum can be| ing system available in the U.S.”| capacitors, special switches for 
|cut with a knife for easy installa-|The unit uses electrical energy|discharging this bank into the 
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67 years of service to the Industrial Middle West 


INLAND STEEL IS HERE 


And here, is where each year the Veiled Prophet 
comes up from the waters of the Mississippi with 
his Merry Krewe. Here, too, is the home of the 
St. Louis Blues and of Joseph Pulitzer and of 
Mark Twain and of Dr. Beaumont of medical 
fame. And of Grant’s cabin and of Eugene Field 


beloved of children the wide world over. 


Nor is this the whole story of this rich territory 
which takes in half of Missouri, the northeast 
corner of Arkansas, the western edges of Ten- 
nessee and Kentucky, the southwest corner of 
Indiana and the southern half of Illinois. 

For here are the riches of the earth . . . coal in 
Illinois; lead, zinc and iron in Missouri. Lime- 
stone and oil abound, and in the “Bootheel” of 
Missouri, cotton is king. From this varied land 
come electric motors, transformers, automotive 
brakes, stoves, home refrigerators, washing ma- 
chines, airplanes, farm and road building equip- 
ment, wheels, galvanized products, commercial 
refrigerated display cases, building structures and 
giant bridges to span the nation’s greatest rivers, 
and the world renowned products of famous 


brewmasters. 


In the cities of this territory, vast areas are con- 
stantly uprooted to make way for the new. In 
St. Louis, itself, the Gateway to the Middlewest, 


One of a series depicting market areas served by Inland « Art by George Suyeoka 


an exciting project is*turning the entire river- 
front into a great parkland with a gigantic arch to 
symbolize a welcome to the world. 


* 
a 


: . 2 ~ 
No wonder Inland ic Pere For as early as 1907, 


Inland saw this as a land of unlimited oppor- 


tunity—established its District Office in the city 
of St. Louis. And since that day—more than half 
a century ago, Inland has enjoyed the friendly 
people of this land, shared in their triumphs and 
accomplishments, served its industries to the best 


of its ability. 


From the Mississippi to the lovely Ozarks, from 
the wide Missouri to the land of cotton, Inland 
men are known and welcomed wherever they may 
go. For over the years, Inland has established a 
reputation based upon a keen interest in the men 
and the enterprise of this territory—a reputation 
built upon good will, dependability, and a genu- 


ine desire to be of service. 


INLAND STEEL COMPANY 


30 West Monroe Street Chicago 3, Illinois 


Sales Offices: Chicago * Davenport * Detroit * Houston * Indianapolis 
Kansas City * Milwaukee * New York * St. Louis * St. Paul 


Other Members of the Inland Family: Joseph T. Ryerson 
& Son, Inc. « Inland Steel Products Company « Inland Steel 
Container Company* + Inland Lime & Stone Company* 


* Division 
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| load, interconnecting leads, a d.c. 
|power supply for charging the 
capacitors, and the required con- 
trols for operating the device. 
|The system is packaged in two 
parts: a control console and a 
| separate modular power unit. 


Kohinoor Nylon Zipper 


Long Island City, N.Y.— 
Waldes Kohinoor, Inc., now is 
supplying industry with a nylon 
zipper that the military has been 
using because of its ability to re- 
sist adverse environmental con- 
ditions. 

The nylon teeth resist cor- 
rosion and alkalis, are unaffected 
by petroleum oils and greases at 
temperatures to 300 F, and may 
be dry cleaned or boiled without 
ill effects. The zipper tapes too 
are made of a nylon fabric. 

The fasteners are available in 
28 different colors, in all lengths, 
and in both separating and non- 
separating types. Chains come 
in light, medium, heavy, and ex- 
tra-heavy sizes with widths from 
.17 in. to .475 in. and on tapes 
from ;'z in. to 1 in. wide. 


Electronic Alternator 


Chicago — Motorola has in- 
troduced an electronic alternator 
system (pictured below) as an au- 
tomobile replacement kit. The 
unit continues to charge the bat- 
tery even at engine idle to extend 
its life. 


“Businesses faving auto and 
truck fleets where continuous 
stopping and starting are neces- 
sary, and where inoperable vehi- 
cles become a costly overhead 
factor, now have an answer to 
their battery maintenance prob- 
lems,” said C. J. Gentry, Na- 
tional Car Radio Sales Manager 
for the company. “The system will 
extend battery life from 25% to 
50% even with these large elec- 
trical requirements.” 

Alternator systems will be 
available in 30- or 45-amp. units 
to fit most 12-v., negative-ground 
automobiles built since 1959. 
These consist of an alternator, 
a voltage regulator, and a univer- 
sal installation kit to replace the 
d.c. generator. 


Steelcase Cabinets 


Grand Rapids, Mich. — Steel- 
case, Inc., has introduced a new 
line of accessory cabinets for use 
with automatic or electronic data 
processing systems. 

Included in the line, which is 
offered in 17 different colors, are 
key punch desks, card files, and 
tape reel cabinets. Filing cabinets 
have special compressor devices 
that prevent punched cards from 
warping or absorbing dampness. 
These range from a single 1-tray, 
desk-top model to 22-tray floor 
models. Cabinets available hold 
either 95 or 57 tape reel cans 
| each. 
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Purchasing Week’s Here’s your weekly guide to... 


Product Perspective 


YPEWRITERS AND ADDING MACHINES that are “told” what to 

do instead of having the information punched into a keyboard will 
probably hit the commercial market in another four or five years. Recent 
developments point up the huge progress being made in the field of audio 
translation. 


IBM has just demonstrated a lab model of a machine that does arithmetic 
on command. It is a conventional adding machine hooked up to an elec- 
tronic “shoebox” that can recognize up to 16 words—10 figures and 6 instruc- 
tions such as add, subtract and total—spoken into a microphone. This 
experimental model shows how much progress IBM has made in just one 
year of development work. Last November the company demonstrated a 
suitcase-sized voice recognition system that could distinguish only the 10 
digits. True to its name the latest model is the size of a shoebox. 


VOICE ACTUATED MACHINES will be tailored for specific jobs 
rather than as a replacement for the dependable secretary. Even if present 
designs are greatly simplified, it's doubtful that an automatic transcribing 
unit could be economically justified for such routine duties as typing /etters. 
The audio translation units are, however, targeted for use in almost any job 
where an operator’s hands are kept busy by the nature of the task. Some good 
possibilities: voice imput to computers, adding machines, cash registers and 
calculators in such jobs as airline pilot, cashier at a supermarket checkout 
counter, person taking inventory count, numerical tool controller, and 
language translator. 


RESEARCH MODEL TYPEWRITER developed in Japan by Dr. Toshi- 
yuki Sekai of Kyoto University, was recently described to an engineering 
group in New York. The typewriter presently changes the spoken word 
into a set of code-like symbols. The unit uses 5,000 diodes and 3,000 
transistors divided into three electronic subsystems—a phonic classifier, 
control system, and speech analysis section. A Massachusetts Institute of 
Technology researcher also told the conference that the addition of three 
nasal consonants (“M”, “N” and “NG”) to speech device vocabularies 
now make it possible to produce all of the speech sounds in the English 
language. 


Circuitry in IBM’s 
“Shoebox” contains 
only 31 transistors— 
fewer than two for @ 
each word it recog- 
nizes. The earlier 
“Suitcase” required 10 
logical elements for 
each word in its vo- 
cabulary. The meas- 
uring circuit deter- 
mines whether sounds '8M’s ‘Shoebox’ size audio recognition device on the 
right uses only 31 transistors to change spoken voice 


are “voiced” or 5 ; 7 : . 
numerals into instructions for adding machine on left. 


“unvoiced.” Voiced 
‘sounds, also called machine vowels, originate in the speaker's larynx and 
include resonant, throaty sounds such as “A,” “O,” and “R” that originate 
in the voice box. : 


Unvoiced, or frictional sounds, classified as machine consonants are the 
“F,” “S,” and “TH” type hissing sounds formed as air escapes through a 
constriction formed by the speaker's teeth, tongue or lips. These unvoiced 
sounds are further classified as weak, strong, long, or short. 


Shoebox registers every word in three parts—(|) pre-consonant syllable, 
(2) the middle part, (a machine vowel or voiced sound) and (3) post-con- 
sonant syllable. Here’s how the unit would handle the number six: The “S” 
precedes the vowel and is classified as an early, strong frictional syllable— 
so a relay labeled “strong-frictional-early” closes, storing this information. 
Next, the vowel closes a relay corresponding to the machine vowel “IH.” 
Finally, the proper relay for post-consonant “X” closes. This combination 
of relays means six (and only six) to the unit and it therefore tells the 
adding machine to push the six key on the keyboard. 


Although the machine works best when adjusted to the voice of a specific 
speaker, it has considerable tolerance to interpret crisply spoken or slurred 
words or numerals without making mistakes. IBM’s immediate goal is a 
unit that can recognize up to 1,000 words. 


MACHINES THAT VERBALLY ANSWER request for information, 
such as Remington Rand’s “Unicall” computer imput, actually bear little 
resemblance to audio recognition devices. These units are more closely 
related to present-day tape recorders than to futuristic recognition machines. 
All possible verbal answers to questions are recorded in advance and stored 
in the answering device. Every time the computer indicates a certain 
response is called for, it signals the unit to play a pre-recorded answer. 
Devices of this type are expected to find use in remote inquiry stations. 
In a typical installation, an airline clerk would punch a ticket request into 
a keyboard—the computer would answer by phone, “Sorry, the flight is 
full,” or perhaps “Your reservation is confirmed.” 
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Photoconductive Cell 
Has Wide Application 

Photoconductive cell in a glass envelope 
can be used for dozens of light-sensitive 
control applications. The Z-2946 operates 
over a range of 1,400 angstrom units with 
maximum response at 5,500 angstroms. 
Power dissipation is about 400 mw.; max- 
imum current, 50 ma.; and maximum applied 
voltage, 350 v. Seated height of the cell is 
less than 1 in. 

Price: $1.10. Delivery: immediate. 

General Electric Co., Owensboro, Ky. 
(PW, 12/4/61) SIC +3999 


Ultrasonic Cleaner 
Senses Load 
Ultrasonic generator with feedback con- 
trols automatically compensates for changes 
in temperature, load, and liquid level. An 
activity meter indicates also any condition 
that might lower efficiency such as improper 
chemicals. The generator is 17 x 15 x 9 in. 
and can be used with immersible bulkhead, 
and tank-type transducers. 
Price: $620. Delivery: 4 wk. 
Branson Instruments, Inc., 40 Brown 
House Rd., Stamford, Conn. (PW, 12/4/61) 
SIC +3999 


Rubber Matting 
Has Fiber Reinforcement 


Runner for use as a matting in heavy 
traffic areas is made of a rubber compound 
reinforced with nylon and rayon fibers. The 
black runner has a narrow, longitudinal 
rib, is ¥%e in. thick, and comes in rolls 24 
in. or 36 in. wide. 

Price: $2.50/yd. (24-in. width). Delivery: 
10 days. 

American Mat Corp., 2189 Adams St., 
Toledo 2, Ohio. (PW, 12/4/61) SIC +3069 


Side Compartments 
Attach to Pickup Trucks 


Side compartments for ¥2- and %4-ton 
pickup trucks with external rear fenders 
bolt onto the body after fenders have been 
removed. The all-steel attachments have 
weathertight double-panel doors with drip 
moldings, recessed paddle handle latches, 
and cylinder locks that are keyed alike. 

Price: $246 to $274.45 (depending on 
size). Delivery: 3 to 5 days. 

Koenig Iron Works, Inc., P. O. Box 7726, 
Houston 7, Tex. (PW, 12/4/61) SIC +2542 


Work Gloves 
Have Aluminum Coating 


Work gloves made of aluminum-coated 
fabrics reflect more than 80% of radiant 
heat to give greater protection. Three basic 
types include: aluminum palm and thumb; 
palm, thumb and back; and all double 
coated. The non-toxic coating won’t come 
off in heat or cold and remains flexible 
without hardening or cracking. 

Price: $8.15 to $15/doz. Delivery: im- 


mediate. 
Newton Glove Mfg. Co., Newton, N.C. 
(PW, 12/4/61) SIC +3842 
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Price data that accompany each product description are list or 
approximated prices supplied by manufacturers. Unless otherwise 
noted, prices quoted are for the smallest quantity that can be ordered. 


New Products 
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if dige poumit you Yo pasle 0h. 3*5 cand. 
Floor Scrubber 
Cleans 18-in. Widths . : ° 
Battery-powered scrubbing machine with J Copy gives only peiliner delails 


40-lb. head pressure cleans 18-in. width. K 

It has five scrubbing heads and meters clean- / ‘ ka 7% 3 

ing solution onto the floor, scrubs, vacuums, COB/S and MOOK 
and squeegee dries the area in one auto- * a 

matic operation. Operating speed is variable Baia Cad gel 

up to 120 lineal ft. per min. 


Price: $910. Delivery: 30 days (after ’ Y Ter 
February 1). kK You brow CAL appeared 


American-Lincoln Corp., Toledo 3, Ohio. 
(PW, 12/4/61) SIC +3589 


y 
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Fluorescent Lamp 
Has Plastic Diffuser 


Fluorescent desk lamp with opalescent 
plastic diffuser provides glare-free illumina- 
tion from any angle. It is available as a one- 
or two-tube lamp for a.c. operation, has a 
weighted base and flexible arm with swivel 
mounting on top. Extra-heavy stamped 
metal parts are finished in brown or gray. 

Price: $18 (two-tube lamp). Delivery: 5 


days. 
Acme Lite Products Co., Inc., Congers, 
N. Y. (PW, 12/4/61) SIC +3642 


Adhesive Extruder 
Bonds Plastic Films 


Extruder for hot melt adhesives handles 
them in all forms including rope, pellet, 
lump, and granulated. It instantaneously 
bonds mylar, polyethylene, cellophane, foil, 
and saran to themselves, to paper, or to 
each other. The machine operates on a 
standard 110-v. connection and applies ad- 
hesives at from 200 to 1,000 ft./min. 

Price: approx. $1,750. Delivery: 12 to 
16 wk. 

Stein, Hall & Co., 285 Madison Ave., 
N.Y., N.Y. (PW, 12/4/61) SIC +3542 


Tire Inflator 
Fixes Flats 


Tire inflator that temporarily fixes flats 
contains a latex sealant that repairs the leak 
while the gas fills the tire with 20- to 25-psi. 
pressure. It works with tube or tubeless tires 
and fixes them within 60 sec. after the 
cylinder has been attached to the valve. Two 
cylinders can be used for truck tires. 

Price: $2.95. Delivery: immediate. 

Cord Jamaica Corp., 150-26 Hillside 
Ave. Jamaica 32, N.Y. (PW, 12/4/61) 

SIC +3561 


Drying Unit 
Has Fifty Racks 


Drying unit has 50 screen racks, each 
measuring 45 x 68 in. and with adjustable 
spring tension for easy fingertip operation. 
Rubber spacers provide uniform, %-in. 
opening between racks. The assembled unit, 
with ball-bearing casters for easy movement, 
stands 63 in. high and weighs 600 Ib. 

Price: $399. Delivery: immediate. 

American Screen Process Equipment Co., 
1439 W. Hubbard St., Chicago 22, Ill. (PW, 
12/4/61) SIC +3499 
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Ultrasonic Cleaner 
Runs Automatically 


Ultrasonic cleaning machine with clean- 
ing cycle, two rinses, and drying cycle per- 
mits operator-setting of any or all steps to 
run from 1% min. to 9 min. Once set, the 
unit is loaded with the parts basket (8 in. 
in dia. and 5 in. deep) and switched on, 
It runs through the pre-set cycles and shuts 
off automatically. 

Price: $1,450. Delivery: 2 to 3 wk. 

L & R Mfg. Co., 577 Elm St., Kearny, 
N. J. (PW, 12/4/61) SIC +3999 


Stud Welder 


Operates Automatically 


Stud welder without push-buttons or trig- 
ger works automatically when the operator 
presses the stud against the work. The 
weld is timed automatically and, when com- 
pleted, the gun shuts itself off. The unit 
welds a wide range of studs, pins, and screws 
to sheet metal and comes in 110- and 220-v. 
models with stud and spot welding tips. 

Price: $269.50. Delivery: 6 to 8 wk. 

Bren/Weld Corp., 5114 Third Ave., 
Brooklyn 20, N. Y. (PW, 12/4/61) 

SIC +3623 


Comparator 
Checks Small Parts 


Comparator with etched glass reticule is 
enclosed in a battery-operated illuminator. 
It is recommended for inspection of linear 
dimensions, diameters, radii, and angles of 
small parts and gives measurements in deci- 
mal inches and millimeters. The unit has 
six-power magnification and, after removal 
of the reticle, serves as a standard magnifier. 

Price: $27.45. Delivery: immediate. 

Edmund Scientific Co., Barrington 70, 
N. J. (PW, 12/4/61) SIC +3831 


Reflectometer 


Meters Airborne Dust 


Compact instrument gives direct readings 
in percent of reflectance of airborne dust 
and smoke density. A built-in voltage trans- 
former provides consistent intensity of light 
source and, for field use, terminals provide 
for connection to a 6-v. battery. Using 
Polypore Membrane filters, reflectance va- 
riation is less than +%4%. 

Price: $227.50. Delivery: immediate. 

Gelman Instrument Co., Chelsea, Mich. 
(PW, 12/4/61) SIC +3821 
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Silicone Parting Agent 
Has High Compatibility 


Silicone parting agent for mold release 
has high compatibility with paints, finish 
coats, and adhesives so that parts need no 
unusual cleaning. The silicone product 
comes as a fluid (#230) or a water-dilutable 
dispersion (3231), and acts as a release 
agent for rubber parts and plastic laminates. 

Price: $1.14/lb. (4231) and $2.95/lb. 
(in truckload quantities). Delivery: imme- 
diate. 

Dow Corning Corp., Midland, Mich. (PW, 
12/4/61) SIC +2821 


Stripping Machine 
Removes Wire Insulation 


Machine strips insulation from fine gage 
wire, Cuts it to length, and counts the pieces. 
Working off 115-v. a.c. and ordinary shop 
air, it processes up to 212 in. per minute of 
30- to 42-gage wire with nylon or similar 
insulation, and is automatically programed 
with 35-mm. films that are easily inter- 
changed. Strip and cut length accuracy is 
*0.002 in. per in. of wire. 

Price: $5,000. Delivery: 60 to 90 days. 

Fabri-Tek, Inc., 1111 E. Excelsior Blvd., 
Hopkins, Minn. (PW, 12/4/61) SIC +3999 


Comfort Heater 
Works in Hazardous Atmospheres 


Explosion-proof air heater for industrial 
use operates in hazardous atmospheres where 
gasolines, solvents, fumes, and other flam- 
able substances are present. The electric 
unit has a low watt density and a special 
baffle that directs heat flow outward. In- 
stallation requires only a simple wall-flange 
mounting and electrical connections. 

Price: $198.50. Delivery: immediate. 

Edwin L. Wiegand Co., 7500 Thomas 
Bivd., Pittsburgh 8, Pa. (PW, 12/4/61) 

SIC +3634 


Voltmeter-Ratiometer 
Has Five-Digit Readout 


Voltmeter and ratiometer with five-digit 
readout measures d.c. voltages and d.c./ 
d.c. ratios. The unit’s fifth digit overrang- 
ing provides an additional decade of resolu- 
tion at 1, 10, and 100 v. where other 
four-digit voltmeters change range scales. 

Price: $3,835. Delivery: 1 wk. 

Cohu Electronics, Inc., 5725 Kearny Villa 
Rd., San Diego, Calif. (PW, 12/4/61) 

SIC +3611 


Cut-Machining Unit 
Has 12-in. Capacity 
Cut-machining unit with 34-in. dia. 
wheel cuts round or square solids of any 
steel or alloy up to 12 in. Special work- 
holding devices permit bundling of up to 
eighteen 1'%2-in. dia. rods for cutting in one 
operation. The unit cuts 10- x 10-in. bar in 
8 min. and 20 sec. 
Price: under $10,000 (unit shown). Deliv- 
ery: 8 to 12 wk. 
Wallace Supplies Mfg. Co., 1300 Diversey 
Pkwy., Chicago 14, Ill. (PW, 12/4/61) 
SIC #3541 


VACUUM EVAPORATOR 
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Protective Relay 
Increases Hoist Safety 


Protective relay designed to increase hoist 
safety can be used with new or existing 
d.c. dynamic lowering hoist controllers. It 
opens the controller circuit in the event of 
certain unsafe conditions in the power-type 
hoist limit switch. It assures setting of the 
magnetic brake at extreme upper travel. 

Price: approx. $75. Delivery 2 to 3 wk. 

The Clark Controller Co., 1146 East 
152nd St., Cleveland 10, Ohio. (PW, 12/4/ 
61) SIC +3622 


Hand Truck 


Assumes Tilting Position 


Truck for handling fiber containers has 
spring action that positions the receptacle 
for unloading. A movable inner frame 
swings outward with the container and lays 
it in a horizontal position where contents 
can be scooped out. The truck is made of 
angle steel and has 4-in. steel casters. 

Price: $175. Delivery: immediate. 

National Vulcanized Fibre Co., 1061 
Beech St., Wilmington 99, Del. (PW, 12/ 
4/61) SIC +3537 


High Vacuum Evaporator 
Handles Many Jobs 


High vacuum evaporator is suited for 
experimental semi-conductor, cryotron, and 
magnetic film work, small-scale environmen- 
tal testing, optical and infra-red coatings, 
and any small-scale production where thin 
films are used. Standard unit includes bell 
jar evaporator, 3% -in. fractionating pump. 

Price: $2,795. Delivery: 30 days (after 
January 1). 

Elion Instruments, Inc., Rte. U.S. 130 
North, Burlington, N.J. (PW, 12/4/61) 

SIC #3811 


Airless Spray Unit 
Is Complete Package 


Airless paint spraying unit is designed 
for operation with a 5-gal. bucket but can 
be used with paint cans as small as 1 qt. It 
develops a 27:1 ratio of air to hydraulic 
pressure. The 29-lb. system includes agita- 
tor, filter, hose and nozzle, and pump. 

Price: $593. Delivery: immediate (after 
February 1). 

Nordson Corp., 1000 Franklin Ave., Am- 
herst, Ohio. (PW, 12/4/61) SIC +3561 


Metal-Testing Machine 
Reaches 6,000 F 


Machine for testing exotic metals under 
extreme temperature, vacuum, and stress is 
an electron beam system that reaches 6,000 
F within seconds. A viewing port in the 
furnace door permits visual inspection of 
parts under test for stress-rupture, creep, 
tensile, compression, shear, hot hardness, 
and thermocouple calibration. 

Price: approx. $18,000 (entire unit). De- 
livery: 6 to 8 wk. 

Arcweld Mfg. Co., Box 311, Grove City, 
Pa. (PW, 12/4/61) SIC +3569 
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TYPES OF UNIT HEATERS: (1) propeller-type horizontal delivery unit 
for steam, hot water, (2) vertical unit for high ceilings, (3) gas-fired, 
industrial-type vertical unit, (4) gas-fired propeller-type for natural gas. 


Racine, Wis. — Unit heaters 
now come in a wide variety of 
types and models to meet every 
conceivable space heating need, 
according to the Modine Mfg. 
Co., a leading supplier of the sys- 
tems. 

Unit heaters deliver heat lo- 
cally when needed without any 
waste. Heat distribution is uni- 
form from floor to ceiling, and 
no slow warmup period is nec- 
essary. If heating needs decrease 
or change, units which are not 


Wider Line of Unit Heaters Becoming Available 


Since these heaters are rela- 
tively easy to relocate, building 
layouts can be changed without 
extensive modifications in the 
heating system. 

Heat for these units comes 
either from regular plant steam 
or hot water lines, or is generated 
inside the heater itself using gas 
or electricity as a fuel. Heat is 
dispersed by propeller-type or 
centrifugal blower fans. 

Here’s a rundown on the dif- 
ferent types of heater units avail- 
able: 


@ Standard propeller type hot 
water and steam unit heaters fall 
into one of three categories: hor- 
izontal delivery, vertical delivery, 
and “power-throw.” 

The primary difference be- 
tween the three units is the ve- 
locity and/or the direction of the 
air stream. Selection should be 
based, not only on the type, but 
also on the recommended mount- 
ing height, sound level, and size. 

A combination of all three 
types may provide the best an- 


* igleiae ts. 


= ~~ 
ial a 5 


° 


required are turned off. 


PROBLEM: How to specify moisture protection for your product without 
being an expert on packaging papers or coatings 


SOLUTION: With International Paper’s new “Levels of Protection” you 
buy precisely the packaging protection you need and no more 


Yow, with its “Levels of Protection.” 
N International Paper cuts through 
the confusion resulting from the many 
different types of moisture-barrier pa- 
pers available today. 

The “Levels of Protection” svstem 
provides the first effective yardstick for 
comparing one moisture-barrier paper 
with another. This means you don’t have 
to be an expert on papers, coatings and 
weights to get the best packaging for 
your money. 


This new rating system evaluates all 
our moisture-barrier papers—regardless 
of type or weight of coating—against a 
scientifically graduated scale of levels 
of protection, Knowing what product 
you package, we can quickly recom- 
mend the most effective level of protec- 
tion for that product. 

But this rating system has another 
dimension. Since we can supply a num- 
ber of different types of moisture-bar- 
riers for any given level of protection, 


we can offer you the one barrier that 
most economically furnishes the level of 
protection you require for your product. 

This new system is another example 
of the complete packaging service of- 
tered you by International Paper. Serv- 
ice which includes a complete range of 
paper packaging and paper packaging 
materials, skilled packaging engineers, 
printing and design service. 

For full details, call any of our sales 
offices or write us direct. 


INTERNATIONAL PAPER 


Manufacturers of papers for magazines, books newspapers « papers for home and office use + converting papers + papers and | 


cartons « milk containers « sh ui , containers « mult 
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swer to various heating problems. 
A typical factory combination 
might use verticals for the areas 
below craneways, horizontals for 
the low ceiling areas, and power- 
throw units for the ends of the 
building to offset heat losses when 
the doors are opened. 


@ Horizontal delivery heaters 
are the most widely used for gen- 
eral industrial and commercial 
applications. Connections for 
supply and return pipes are usu- 
ally located near the center of the 
unit so that it can be suspended 
directly from the supply line with- 
out other supports and can be 
rotated to meet changes in heat- 
ing requirements. 

The maximum mounting 
height for standard horizontal 
models ranges from about 8 to 
17 ft., depending upon heater 
size and type of power. Hot water 
models generally can be installed 
slightly higher than steam sys- 
tems. These heights are based 
on standard operating conditions 
of 2 psi steam, 60 F entering air 
temperature, or an average water 
temperature of 220 F and should 
be used only as guides since they 
will vary with different makes 
and operating conditions. 

Sound levels on horizontal unit 
heaters are comparatively low so 
that smaller models can be in- 
stalled in classrooms, assembly 
halls, hospitals, and similar build- 
ings if the motor is operated at re- 
duced speeds. 


@ Vertical delivery units are 
particularly well suited for build- 
ings with high ceilings, or where 
extra storage space or head room 
is desired. The velocity and 
spread of heated air can be varied 
considerably by using different 
air deflectors. 

With a cone-jet deflector, a 
large standard vertical model on 
a steam system can be mounted 
as much as 55 ft. over the floor 
to spread heated air over an area 
57 ft. in diameter. Without de- 
flectors, verticals can be mounted 
as high as 39 ft. to provide a heat 
spread of 75 ft. 

The outlet air velocity of the 
largest verticals is more than 
double that of the biggest hor- 
izontal units. The sound rating 
is such that some vertical models 
can be used in stores, restaurants, 
and private offices at reduced 
motor speeds. 


@ Power-throw unit heaters de- 
liver a high-velocity, horizontal 
air stream over exceptionally long 
distances—as much as 150 ft. 
Because of this long heat throw, 
they often can be used in ware- 
house or other industrial build- 
ings to replace a larger number 
of horizontal delivery units. 

Power-throws are especially 
suited for heating large areas and 
offsetting heat losses from big 

(Continued on page 36) 
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New Plastics Laminate 
Developed by Cyanamid 


Montreal Cyanamid of 
Canada, Ltd., has developed a 
new type of plastic laminate 
which is expected to broaden the 
laminate market. 

The material, Formica V-100, 
is a high-pressure laminate pro- 
duced by a new technique which 
results in a thinner and more 
flexible sheet than standard 
grades of laminate. Cyanamid 
said it is tough, but easy to 
handle, and retains the desirable 
surface and ease of cleaning fea- 
tures of the standard laminates. 

The company sees a big po- 


FLYING TIGER 


tential in wall coverings, furni- 
ture, partitions, and doors. The 
product will be marketed 
throughout Canada in a variety of 
patterns, colors, and wood grains. 


Gas Purchase Approved 


Washington — The Federal 
Power Commission has approved 


Texas Eastern Transmission 
Corp.’s purchase of a large quan- 
tity of natural gas in_ the 


Louisiana area. 

The gas is being sold at less 
than prevailing price and the 
20-year contract contains no 
clauses for future negotiations to 
raise the price. 

Shell Oil Co. and Sinclair Oil 


& Gas Co, are selling 22.5-mil- 
lion cu. ft. of natural gas for 
16.4¢/1,000 cu. ft., including 
tax. The firms may also sell up to 
50-million cu. ft. of excess gas at 
14.75¢/1,000 cu. ft. including 
tax. The current price is above 
17¢. 

Texas Eastern will build a $1- 
million pipeline facility to handle 
the gas. 


Opens U.S. Office 

New York—Guest, Keen & 
Nettlefolds, Ltd., a British firm, 
has opened an office here to 
handle U.S. sales of wire rods, 
wire, strip and nails. The office 
is at 122 E. 42nd St., New York 
C7, Pe Ee 


(Continued from page 35) 
doorways. Maximum mouating 
height is 16-20 ft. on steam sys- 
tems, 18-22 ft. with hot water. 


@ Blower type unit heaters, 


used with steam or hot water sys- 
|tems, consist of two parts: the 
| basic fan section plus whatever 
‘coils or accessories are needed 
for a specific heating and ventil- 
ating job. 

This type of unit can be used 
for straight heating and for in- 


$c 


wil 


The ink’s still wet 


This is the brand new Flying Tiger Tariff. It 
lists a new Tiger rate for everything and any- 
thing shippable. Some rates have been reduced 
as much as 37%. Many are competitive with 
surface rates! Based on class or specific com- 
modity rates, the new Tariff offers you the most 
sensible and most complete rate structure in 


the airfreight industry. And only Tigers have 
it! No matter how, where or what you ship or 
receive, the new Tiger Tariff could be your most 
important guide. Find out. Call or write the 
Airfreight Specialist at your nearest Flying 
Tiger office. And be sure to ask about Tigers’ 
specific commodity rates for volume shipments. 


,|ing is required. 


,| individual 
|| requirements. 


Greater Selection of Unit Heaters 
Available for Space Heating Needs 


troducing and tempering fresh 
air for ventilation. It can be in- 
stalled as a central station heat- 
ing unit with ducts, or without 
ducts. 

Possible applications are al- 
most endless because of the flex- 
ibility in the use of accessories, 
and the fact that fan sections are 
available in five distinct types: 
horizontal, ceiling-suspended, in- 
verted, vertical, and free-standing 
installation. 

For example, Modine offers a 
choice of two types of coils, three 
filter boxes, two mixing boxes, 
internal or external face and by- 
pass dampers, discharge or intake 
plenums, humidifiers, and dis- 
charge nozzles. 


® Electric unit heaters are cas- 
ily installed, require no piping, 
pumps, boiler or furnace. Instal- 
lation and maintenance cost are 
low. 

Maximum mounting heights 
range from 8 to 12 ft. and the 
heat throw from 18 to 47 ft. 
The outlet velocity on a large 
electric unit heater is comparable 
to a large horizontal delivery 
model operating at high speed. 


® Gas-fired heaters can be used 
with natural, mixed, or LP-gas. 
Since gas-fired unit heaters re- 
quire no boiler or furnace, more 
units can be easily installed when 
additions are built onto existing 
factories or commercial build- 
ings. 


Propeller-fan types, are gener- 
ally used for most gas-fired heat- 


*)| ing applications. Blower units are 
||}recommended where 


extremely 
|quiet operation is desired, where 
| duct work is employed, or where 
ventilation, air filtration or cool- 
Installed with 
|duct work, the blower units can 


| be located so that they will serve 


more than one room. Automatic 
controls can be used to regulate 
heating and cooling 


Maximum mounting height for 
propeller types ranges from 8 to 
20 ft. and the heat throw from 
17 to 55 ft. when entering air 
temperature is 65 F. For blower 
types without duct work, maxi- 
mum mounting heights vary from 
10 to 16 ft. and the heat throw 
at high motor speed ranges from 
20 to 55 ft. 
Rugged gas unit heater con- 
sisting of two duct furnaces in- 
terconnected by an_ enclosure 
housing a fan, motor, and a ra- 
dial assembly air distribution de- 
vice with readjustable blades is 
popular in industry. The indus- 
trial vertical delivery unit heater 
(IGV) can deliver large volumes 
of air at high velocity to give 
comfortable final air temperature. 
The mounting height can be as 
much as 36 ft. above the floor 
'when the deflector blades are 
|pointed straight downward. It 
|can be installed in out-of-the-way 
Places above the craneways or 
other factory equipment, and is 
also ideal for garages, hangars, 
‘and warehouses that need max- 
| imum storage room. 
Unlike heavier blower units, 
the IGV is lightweight and can be 
suspended directly from existing 
| structural parts of the buildings. 
|In addition to heating, it can be 

used with ducts for introducing 
| and recirculating fresh air for 
| ventilating purposes. 


Second Round of Pro-D Competition Ends in Tie 


(Continued from page 1) 
centralization of purchasing 
activities in this issue. (See 
page 22 for the problem which 
will bring a Pro-D Award to 
the winner or winners.) Dead- 
line for entries is December 
18. After a short holiday 
recess, the Competition will re- 
sume with case No. 5 in the 
issue of Jan. 1, 1962. 


The problem that the win- 
ners attacked put them in the 
shoes of a director of purchases 
who had to decide whether or 
not he wanted an hour of time 
on the company’s new computer. 

Most contestants concluded 
that purchasing should accept the 
computer time. However, there 
were several well-documented 
cases which argued that a single 
hour would not be of value, as 
it would only increase costs and 
complicate the buying job be- 
cause purchasing had not been 
included in planning the com- 


puter program from the begin- | 


ning. 

In scoring of entries, the judges 
did not set up a 
tion,” but they did summarize 
the major issues as pointed up by 
the best entries, regardless of 


| dustrial 
|Chicago and Pittsburgh indicated 
“school solu- | 


whether they were for or against | 


the computer time: 


1. That 
company 
facts must 
marily with 


purchasing in_ this 
as stated in the case 
concern itself, pri- 
the buying job, 
rather than inventory control, 
scheduling, or other functions. 


2. That the after-thought of 
the president in including pur- 
chasing in computer planning in- 
dicates that serious coordination 
problems are likely between pur- 
chasing and other departments. 


3. That the purchasing di- 
rector should concentrate on 
whether use of the computer 


would enable his department to 
get data to make better buying 
decisions, improve delivery and 
quality, vendor relations, and free 
time for work such as value 
analysis and negotiation. Most en- 
trants felt that labor savings of 
clerical jobs would not be a major 
advantage. 


4. That the purchasing di- 
rector should outline a plan of in- 
vestigation to answer these ques- 
tions, determining the computer’s 
capability, what other depart- 
ments would use it for, the types 
of information that they would 
produce or need, and how pur- 
chasing could best use this in- 
formation in management reports 
and performance evaluation. 


5. That the purchasing di- 
rector submit a definite answer, 
for or against the computer time 
to the president, showing his 
reasoning and justification for 
the decision. 


The judges felt that those 
solutions that concentrated on 
broad strategy solutions, pre- 
sented in outline form for 
economy of words, were the 
most effective. This format 
tended to keep the solution 
from becoming too involved 
in details, and focused atten- 
tion on the management de- 
cision. Also entries that put 
themselves in the situation of 
the manager in the case, and 
actually presented a formal re- 
port to the president of the 
company in the case were 
more effective. 


Entries again came from all 
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over the country, with excellent 
solutions submitted by firms 
ranging from General Foods 
Corp., White Plains, N. Y.; to 
Trailways Service, Washington, 
D. C.; Surface Combusion Div., 
Midland-Ross Corp., Toledo; to 
Southern Union Gas Co., Dallas, 
Texas. As might be expected, 
companies manufacturing elec- 
tronic equipment were well repre- 
sented with entries from Bur- 
roughs Corp., Pasadena, Calif.; 
Royal-McBee Corp., Springfield, 
Mo.; Philco Corp., Philadelphia; 
and IBM, Endicott, N. Y. 
However, EDP expertise isn’t 
limited to electronics makers. 
Entries from Falstaff Brewing 
Corp., St. Louis; Redmond Co., 
Mich.; Fostoria Corp., 


Huntingdon Valley, Pa.; and 
Terry Machinery Co., Ltd., 
Montreal, showed that P.A.’s in 
other fields have a good grasp of 
EDP. And municipal and govern- 
mental P.A.’s made a good show- 
ing, with the States of Oregon 
and Michigan, cities of Orange, 
Calif., and Fort Lauderdale, Fia., 
and Franford Arsenal, Phila., 


and U. S. Army Transportation | 


Corps, Brooklyn, on hand. 


Team entries were submitted | 


by two groups at Allis-Chalmers, 
Milwaukee; H. J. Heinz, Pitts- 
burgh; National Lead Co., Cin- 
cinnati; General Electric Co., 


Lynchburg, Va. Again, the Allied | 


Chemical Corp. Solvay Process 
Div. was represented by several 
plants. 


Rising Demand, 


Costs Touch Off 


Series of Metal Price Increases 


(Continued from page 1) 
steel scrap prices in 
that the general decline in scrap 


The increase in the price of 
silver was the result of an Ad- 
ministration plan to replace silver- 
backed bills with gold-backed 
ones. 

Some producers say the price 
of silver now may rise as high as 


$1.10/oz. Buyers hope that after | 


an initial surge the price will set- 
tle back to the 95¢-96¢ area. 

At week’s end this is how 
the situation shaped up for the 
other metals and metal products: 


Metal cans—American Can| 
Co. and National Can Co. said 
they will boost prices by about 
2% on the average on Jan. 1. 
American Can pointed out that 
while prices will be up on the 
average, there will be reductions 
on some lines due to technologi- 


cal developments permitting in- | 


creased use of light-weight tin- 
plate. National said its price will 
be advanced by about 134% to 
2%. Another major producer, 
~ontinental Can Co., said its price 
lists for 1962 aren’t ready yet, 
but that they will be shortly. 
Typical examples of the 
American Can increases, for %- 
lb. coating inside enamel, f.o.b. 
Baltimore plant, per 1,000 cans: 
No. 1 cans, $27.64 to $28.44; 
No. 2, $35.53 to $36.60; No. 3, 
$45.07 to $50.91, and No. 10, 


($119.26 to $122.84. 


| Lead — Industry spokesmen 


isaid the “4¢ increase was made | 


primarily to “test” 


the strength | 


of the market following lead’s | 
prices may be coming to an end. decline to a 15-year low of 10¢/ | 


lb. on Nov. 13. If the volume of 
orders continues to rise, further 


price increases can be expected. | 

The change in the basic cost | 
of lead had an immediate effect | 
on the price of various lead | 


products. Sheet and pipe moved 
up 4¢ to 15%4¢. Smelters of | 
scrap lead also have raised their | 
buying prices for clean heavy 
soft way and for lead in cables 
by ¥ 


Tantalum — Fansteel Metal- 
lurgical Corp., North Chicago, | 
lll., raised prices on tantalum ox- | 
ide, carbide and powder. New 
prices, on lots of 5,000 Ib. and 
more, are: oxide, $18/lb., UP | 
from $13.50; carbide, $22/Ib., 
up from $18, and powder up to| 
$31.65 from $28. 

Shieldalloy Corp., Newfield, | 
N.J., said it made similar in- 
creases on bulk orders of oxide 
and carbide and that it is “study- 
ing” the price situation for 
powder. In addition, Shieldalloy 
quoted the following prices for 
10-lb. orders: oxide, $23/Ib., up 
from $16, and carbide, $27, up 
from $18. 


Scrap — Along with the in- 
creases in metal and metal prod- 
uct prices, there were indications 
last week that steel scrap prices 
may be firming up. An auto 


Purchasing Week’s 


Purchasing Perspective 


(Continued from page 1) 

In short, both sides expect a tough fight. 

@ On the supply situation, the producers can speak with some- 
what more assurance and more informatively. It will be good— 
provided buyers don’t panic but adhere to the buying lessons they 
learned in 1959. 


7 € 

PURCHASING WEEK reporters in Pittsburgh, Cleveland, and 
Chicago report that as of now steelmakers see little actual evidence 
of stockpiling beyond that already indicated in a few industries 
and the future plans of buyers for early 1962. The story starting 
on p.1 sizes up that situation. But producers realize that the steel 
supply picture is a No. 1 worry of many top management officials, 
and production plans already are being put into effect to alleviate 
all possible pressure. 

Steel order books already reflect some lengthening of lead 
times, but producers point out these orders are for currently 
improving production needs and not necessarily for stockpiling 
purposes. These orders are for such products as hot and cold 
rolled sheet, electrical steels, structurals, auto strip, and steels for 
machinery and equipment makers, and specialties for missilemen. 

Producers feel that it is in these items that the first logjams 
may occur. They are the sensitive areas that would be affected 
by a stockpiling program and/or strike. 

Some pickups also are being reported in tool steels, hot rolled 
bars and shapes, cold finished bars, tubular products, and general 
structurals. But these products appear to be relatively safe from 
delivery jam-ups. A lot depends on how many buyers place orders 
simultaneously for delivery at the same time. Some steel mar- 
keters see potential delays in galvanized sheets, but companies 
differ on reports of orders for that item. 

Stainless also has good leeway, but on tinplate, suppliers are 
expecting an upsurge in demand. In anticipation of this, one 
company has told its producer to hold its orders as mill stocks. 
Another tinplate mill also is building up stocks but has told cus- 
tomers they must take delivery when they buy. 

Electrical steels are hitting good production clips and a surge 
in orders could lengthen lead times. Wire, wire products, rails, 
and axles appear in good shape. 

a . . 

A number of buyers report they now are, or soon will be, 
placing specific orders for delivery at future dates. Mills confirm 
this, and that’s why plans to increase output and buildup mill 
stocks already are being put into effect. 

Complicating the entire buying picture, however, is the un- 
known quantity of how much the general business acceleration 
will eat into normal inventory backlogs. If industry is underesti- 
mating its present sales forecasts, then current steel backlog plans 
could prove inadequate to reach mid-1962 goals. Then the fore- 
cast of an over-all steel inventory buildup to the vicinity of 20-mil- 
lion tons (compared to the current 11-million ton level) would fall 
short of a nenanneanet 


stamping plant in Chicago sold 
two lots of No. | industrial scrap 
for $34.13 and $34.07/ton, 
compared with $31.85 and 
$33.27 last month. In Cleveland, 
however, the recent downward 
trend held at midweek as an- 
other stamping plant sold 8,500 
tons of the same grade scrap for 
$33.50/ton, $1.50 less than last 
month’s price. 


Price Changes for Purchasing Agents 


Item & Company 


INCREASES 


Mercury, 76-lb. flask............ 
Tantalum products, oxide, 
ye eee 


naces, Leeds & Northrup 


REDUCTIONS 


Tin salts, potassium stannate, lb. 
Sodium stannate, lb 
Tin crystals, anhydrous, lb 


Zine oxides, leaded, 35% & 50 
Naphthalene, crude, impt., lb 


Lead, common, N. Y. & St. Louis, 
Lead oxides, comm’! grades, carlots, lb 
carbide, powder, 


Cotton fabrics, work & sportswear, yard 
Cotton flannels, solid-color & print, cone, Jan. 1962, yd.. 
Metal containers, Am. Can, Nat'l Can, Jan. 1, 1962 
Tires, passenger, Goodrich, retail list.................. 


White lead basic sulfate, carlots, lb 
%, erlts., 


Change 


Ib 0025 
0025 


$1.00 


Fansteel, 


Electronic instrument components & heat-treating fur- 


1025 & .1005 
-1250-.1625 
$188.00 


$4.50 $18.00-$31.65 


rr eee ree Avge. 5% incr. costs 
Sree rere 01 aes strong demand 
01 & 0125 .2325& .2775 strong demand 
iWwaeaee 134%-2% or rising costs 
.05-.20 
te re ee eee 005 87 slow demand 
CMe eAA NRE EeeS KE eae 004 .736 ~=slow demand 
ry ee ree 006 $1.129 slow demand 
Se ere eee ree 015 155 lower costs 
rn ie ec ceareie Ca 015 & 005 .1125&.1375 lower costs 
— MA MAe VANCE CREAM 00625 .06 good supply 


Price 


New 
Reason 


demand pickup 
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|prove quality 


Quality of Foreign Steel 
Soon to Rival Domestic, 
U. S. Producers Warned 


Pittsburgh — The quality of 
foreign steel is improving to the 
point where it may soon be better 
—as well as cheaper —than 
domestic steel, U.S. producers 
were warned last week. 

R. W. Simon, vice president- 
metallurgy, U. S. Steel Corp., 
told a regional meeting of the 
American Iron and Steel Institute 
that European steelmakers are 
intense” effort to im- 
in any area in 
which American steel might have 
an advantage over their product. 

Taking sheet as an example, 
Simon said that prior to the U.S. 
steel strike in 1959, even Euro- 


|pean fabricators generally speci- 


ability and uniformity. 


|to prove themselves. 


fied American sheet for its draw- 
It often 
was specified for difficult forma- 
tions, regardless of price, he said. 

“However, the long U.S. strike 
gave foreign producers a chance 
Fabricators 
found the quality was good—in 
most cases adequate for the tough 
jobs, although many feel Amer- 
ican sheets still have a slight 
advantage in regard to ductility,” 


‘he stated. 
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(Continued from page 1) 
less pessimistic feeling about the 
coming steelworker negotiations, 
and a desire to avoid heavy year- 
end inventory taxes levied in 
many localities have contributed 
to the decision to delay inventory 
buildups 

@ Everybody admits that steel 
hedging is costly (see box page 1) 
but thinks it’s a lesser evil than 
risking a stockout and loss of 
market position 

Current stockpiling emphasis 
seems to be centered in the auto- 
mobile, appliance and can-manu- 
facturing industries. For exam- 
ple, a leading Cleveland auto 
parts producer says he’s been get- 
ting “pressure from Detroit to 
build up to an extra 90 to 120 
days’ supply of bar, rod, strip, 
and some sheet.” Auto producers 
also are reported aiming for 60- 
to 65-day production backlogs of 
steel. 


Probable Future Changes 


Many purchasing executives, 
who presently are soft-pedaling 
stockpiling talk, admit that sales 
forecast changes and generally 
improving business may force 
some buying policy switches— 
and fast. 

“Stocking of steel undoubtedly 
is very expensive,” one manufac- 
turer’s economist said. “But it’s 
worth the money if it means a 
company and its products are 
able to hold their markets where 
the competition is tough.” 

With December orders to meet 
current production needs looking 
extra rosy for steel producers, 
buyers see some steel product 
lead times already increasing. 
Some industry experts estimate 
that under present buying plans, 
the average buyer by the second 
quarter will have to place orders 
45 days before the month in 
which delivery is required. 

Talk of allocations also is mak- 
ing the rounds, but mills haven’t 
said anything officially about pri- 
ority plans for when the schedul- 
ing gets tough. But some buyers 


say they have been warned that 
their suppliers’ mills expect quo- 
tas will be imposed as demand 
reaches peaks. 

Many buyers at fabricator 
plants indicated they were aim- 
ing to cut stockpiling costs by 
increasing pressure On Component 
suppliers to maintain sufficient 
stock to keep them in operation 
during the crucial summer nego 
uations period 

Some 1959-strike seasoned 
buyers also have started to line 
up foreign sources of steel. Others 
report they expect major sales 
pitches by makers of aluminum, 
plastics, and other interchange- 
able materials 

Here’s a detailed breakdown 
of buying plans by specific steel 
users: 


Automobiles—Detroit firms 
are planning to play it close-to- 
the-vest for another month. After 
the first of the year, however, 
automakers probably will be the 
leader in the hedge buying pa- 
rade. 

Chrysler, which normally 
maintains a 20-day supply, ex- 
pects to start building up to a 
60-day supply peaking out at the 
end of May. Other firms are re- 
ported to have similar plans for 
steel buying. 

What’s more, the big compan- 
ies are putting increasing pressure 
on their own suppliers to main- 
tain adequate supply. One Big 
Three producer is reported to 
have sent out a letter to auto. part 
suppliers suggesting that they take 
in enough steel to meet company 
needs through early fall. 

One mill spokesman sums it 
up saying, “It seems the auto in- 
dustry is planning on stockpiling 
enough steel to get through its 
1962 model run—and have 
enough left over to get started on 
1963 models.” 


Containers—Some of the can 
companies already placed sub- 
stantial orders for December de- 
livery. This is certainly a straw 


“ CUERYTHING HINGES ON HAGER!. 


We'll make IT for youl For standard (5,000 different types 

and sizes) or special hinges, write or wire: C. Hoger & 

Sons Hinge Mfg. Co., Victor & “'l'’ Street, St. Louis 4, Mo. 
In Canada, Hager Hinge Canada Ltd., Kitchener, Ont. 


Hagel 


Founded 1849, Every Hoger Hinge Swings on 100 Years of Experience 


in the wind, for demand from 
this industry usually falls off in 
the fourth quarter. 

Even more significant, some of 
the large firms already are re- 
porting making sizable first quar- 
ter commitments. Trade talk also 
has it that the can industry as a 
whole seeking a guaranteed 
tonnage, delivered by July 

This tonnage should carry the 
industry through September 
und most of the 1962 packing 
season—and thus take the indus- 
try off the hook as far as 1962 
is concerned. 

A big New York buyer also 
admits that some foreign tinplate 
is being bought. But he doesn’t 
“expect it to be dependable or 
provide a large portion of his 
firm’s needs.” 


IS 


Steel service centers—These 
steel Customers are planning on a 
more modest buildup. The Steel 
Service Center Institute estimates 
a 5% increase in member stocks 
by Jan. 1, but service center offi- 
cials believe stocks next year will 
fall short of the 3.7-million-ton 
peak hit in 1959. Service Cen- 
ters now have supplies totaling 
3.2-million tons. 


Individual warehouses around 
the country reflect this cautious | 


buildup. A spokesman for Hawk- 
ridge Bros. Steel of Boston com- 
ments: “We plan to build up our 
inventory somewhat, but will 
hedge only about 10% on our 
fastest moving items. We want 


at least an extra month’s supply | 


of flat rolled steel, but only about 
a quarter or a half of the inven- 
tory we built up as a hedge in 
1959.” 


Backing up this opinion is a} 


spokesman for one of the West 
Coast's largest service centers. 
“We usually carry four to five 
months inventory, shooting for a 
turnover of three times a year. 
We'll probably carry another 30- 
45 days. But it’s extremely un- 
likely that we will go as high as 
two months.” 


Other consumer goods—Man- 
ufacturers of appliances and 
other consumer hard goods are 
stepping up orders for two rea- 
sons: hedging, and the expecta- 
tions of a hefty increase in sales 
over the coming months. Appli- 


ance firms, for example, see at 
least a 5% increase in billings 


over the current levels. 

Other manufacturers are gen- 
erally agreed that some modest 
increases will be necessary. Huss- 
mann Refrigerator in St. Louis 
is going to keep at least a 60- 
day inventory. Officials do not 
think at this moment the strike 
will be long, and are mainly 
watching the move into steel by 
automobile manufacturers. 

Knapp-Monarch, producer of 
electrical appliances, is somewhat 
less anxious to start hedging at 
this time. : 

“I’m well covered into March 
and things do not look serious to 
me,” a K-M official said. 

[his feeling is in sharp con- 
trast to that expressed by Stuart 
Knabe of Bell & Howell. Says 
Knabe, “We recommend to man- 
agement that long lead time items 
and other difficult items should 
be the first to be considered. We 
will start building up a hedge on 
these soon. These first items will 
probably be spring steel and some 
special sizes. What we are shoot- 
ing for is a 60-day extra supply 

| on all kinds of steel.” 
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9-Million-Ton Steel Strike Insurance Planned Late News in Brief 


AF Stressing Smaller Procurement 
Cleveland—The Air Force is starting to emphasize smaller 


procurements in hopes of increasing competition and thus cutting 


& 


costs. Deputy Defense Secy. Roswell Gilpatric outlined the plan 
to Cleveland businessmen. He said a study showed $50-million/ 
year savings can be realized through small lot procurement of 


spare parts. 


Goodrich Cuts 
Akron, Ohio—B. PF. 


Tire List Prices 


Goodrich Co. trimmed suggested retail 


list prices on truck and off-the-road tires by 19% to about 50%. 
Suggested retail prices on passenger car tires were raised 5¢ to 20¢ 


a tire 


Changes are not expected to have much effect on actual 


selling prices. since tire dealers already are offering big discounts. 


Lead Oxide Prices Rise 
New York—Lead oxide prices have risen 4 ¢/lb., following 


the increase in the price of lead 


from 10¢ to 10%¢/lb. Dry red 


lead is selling at 13¢/Ib., lithage at 1242 ¢/lb., and orange mineral 
at 1544 ¢/lb. Lead oxides are used in batteries and paints. 


Reynolds Acquires Canadian Fabricator 
Montreal—Reynolds International, Inc., has acquired Alu- 
minum Extruders, Ltd., a Canadian aluminum fabricating firm. 
Reynolds International, with corporate headquarters in Hamilton, 
Bermuda. is a subsidiary of Reynolds Metals Co. 


American-Wheaton Expands 
New York—American-Wheaton Glass Corp., a wholly-owned 
subsidiary of American Can Co., plans construction of its cor- 
porate headquarters and its third glass plant near East Brunswick, 
N. J. The 324,000 sq. ft. plant is scheduled to start production 


in mid-1962. 


Canadian Dollar Drops in Value 
New York—The Canadian dollar has fallen to its lowest level 


in 10 years—95.88¢ American. The fall in value reflects the policy 


balance of trade. 
export, harder to import. 


Airlines; 3) merge the two. All 
of the Civil Aeronautics Board. 


of the Canadian government which is trying to shore up the 
A lower level makes it easier for Canada to 


Hughes Maps Airline Strategy 
Washington—Hughes Tool Co. has disclosed financer Howard 
Hughes’ strategy for the airline industry: 1) acquire control of 
Northeast Airlines; 2) recapture voting control of Trans World 


three steps require the approval 


|New ‘Pulltop’ Metal Can Introduced | 


$1.50/1,000 to the price of a 
standard juice concentrate can, 
according to company President 
A. Ralph D'Andrea. 


(Continued from page 1) 
turing the liner. The foil comes 
off with the top, leaving a 
smooth-edged can ready for use. 


This es- 


PULL ‘N’ POUR: New Pulitop can exposes triangular hole cut to form 
a clean and steady pour, making tin safe for drinking out of the can. 


Iwo types of tops will be avail- 
able: Type S (solids) can be re- 
moved entirely for such products 
as juice concentrates, peas, fruits, 
sardines, and coffee; and Type L 
(liquids) which exposes a tri- 
angular pre-formed pour open- 
ing for beverages such as beer, 
soft drinks, and juices, and other 
liquids such as motor oil. 

Can Top’s machine takes reg- 
ular top blanks, die cuts them to 
the required design, and glues the 
foil liner inside. The tops can 
then be applied by any standard 
crimping machine. Any _ type 
aluminum or tin can and top 
combination can be used, and a 
variety of sizes can be accom- 
modated with minor changes ac- 
cording to the company. 

Pull-off tops will add about 


timate includes the cost of the 
machine, royalty payments for 
use of the so-called “Pulltop” 
process, and added material costs 
such as foil. 

The machines are expected to 
be priced at $20,000 to $25,- 
QOO, and will produce 400 cans 
a minute. They are being man- 
ufactured for Can-Top by El- 
lanef Machine Tool Co., and 
also will be available on a lease 
basis. First units will be finished 
next month, with pull-off cans 
targeted for store shelves by the 
‘middle of 62. 
| Development of the machine 
took nine years and an estimated 
$1.5-million. The Can-Top Ma- 
chinery Corp. was formed ex- 
pressly for the purpose of mar- 
keting the process and machine. 
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Chem Show Ushers in Host of New Products 


(Continued from page 1) 
automatic controls, even though 
over-all capital equipment spend- 
ing in the chemical industry is 
expected to decline. “Industry’s 
efforts to improve processes and 
make them continuous” will mean 
increased sales, Locke said. 

Automation equipment on view 
at the show ran the gamut from 
electronic load cells to control 
blending to a Thompson Ramo 
Wooldridge 530 stored logic com- 
puter designed to handle a com- 
plete chemical process. 

Here’s a rundown on the new- 
est equipment trends: 

Valves: Standardization shared 
the spotlight with corrosion re- 
sistance in new model valves. 
Allis-Chalmers Mfg. Co. pre- 
viewed a line to be brought out 
next year with a compact trun- 
nion-mounted cylinder bracket 
that will accommodate any stand- 
ard base-mounted cylinder. 

Worcester Valve Co.’s new ball 
valve requires no union; the body 
can be taken out of the line sim- 
ply by removing four bolts. Five 
types of pipe ends can be used 
with the one basic body. 

A prototype valve at Tube 
Turns Plastics, Inc., featured 
plastic-lined piping for handling 
corrosive fluids. Lining of the 
steel diaphragm-type valve is 
rated to temperatures as high as 
390 F and as low as —320 F. 

Mixers: Makers are aiming at 
higher efficiencies. Patterson- 
Kelley Co.’s continuous blending 
system designed for multiple 
operations uses a_ solids-solids 
blender and a_liquid-solids 
blender-processor which can run 
either separately or in combina- 
tion. 

Chemicolloid Laboratories, 
Inc.’s new Monroe Mixer for in- 
line premixing and blending ac- 
cepts raw materials that can be 
proportionately fed or injected 
through entrance ports along the 
route of material flow. 

Filters: Automatic operation 
is the big talking point. Permutit 
Co.’s valveless gravity filter is 
fully automatic yet is “compet- 
itively priced with conventional 
manual filters,” according to the 
company. Valves are eliminated 
by hydraulic operation with at- 


mospheric pressure utilized to 
change flow direction. 
A backwash regulator de- 


signed into the unit eliminates 
the need for mechanical, air- 
operated, or hydraulically-op- 
erated backwash-rate controllers, 
and backwash water is always 
stored in the unit at proper cle- 
vation so that no wash water is 
required. 

Automatic feature of Ameri- 
can Plant Equipment’s offering 
is a light-source outside the tank 
that measures cake thickness of 
pressure filters. 

Pumps: Interchangeability and 


corrosion-resistance were pre- 
dominant also in new pump 
models. Allis-Chalmers _ intro- 
duced a new line of frame- 


mounted, centrifugal pumps in- 
cluding nine sizes ranging from 
142 x 1 in. through 4 x 3 in. 
with capacities up to 600 gpm. 
at 550 F. 

The standardized design is 
similar in concept to that first 
introduced by Goulds Pumps, 
Inc. (see P/W, July 3, ’61, p. 
37). Rear drawout of the entire 
impeller and bearing bracket is 
possible without disturbing the 
piping connections or motor 
mounting. 
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Other companies used linings 
such as Teflon, glass, and other 
materials to enable pumps to 
handle corrosive liquids. R. S. 
Corcoran has tantalum on all 
wetted parts of a new pump line. 
With motors rated from “% hp 
to 2 hp. costs range from $2,500 
to $3,000 for tantalum units with 
capacities up to 100 gpm. under 
low head conditions. Operating 
heads on pumps may range up 
to 80 ft 

Centrifuges: Units are packing 
high capacities into compact units 
as at Baker Perkins. The com- 


Doesn’t matter what duplicating process you use 


pany’s 40 W_ Universal pres- 
sure centrifuge is designed to 
withstand pressure operations up 
to 150 psi. and to operate at 
1,000 times gravity 

Imports in centrifuges include 
Krupp Pusher and Peeler units 
introduced by the Pfaulder Co 
for deliquoring and washing of 
coarse, free-draining crystals and 
slow-draining fibrous and organic 
solids. With these additions to its 
line, Pfaulder has extended its 
equipment offerings beyond high- 
speed, high-G, disc-type 
trifuges. 


cen- 


d 


NEW CHEMICAL EQUIPMENT: High temperature glass retort (left) 
and large capacity centrifuge get a careful going over from visitors 
at the 28th Annual Chemical Industries Exposition in New York. 
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...Call Roytype for your supplies 


You'll find just what you need in Roytype’s® complete line 
of supplies. For mimeograph—stencils, inks, correction 
fluid. For offset—carbon and fabric ribbons, mechanical 
negative stencils from which offset plates are produced. 
For hectograph—fabric ribbons, unit masters, carbons. 
And fabric ribbons for thermographic reproductions. 


And Roytype research continues to improve and de- 
velop its line of duplicating supplies. They're the best... 
and they get better and better. 
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What's more, pre-printed forms are available on stencil 
and spirit unit masters. 

Your nearby Roytype man can help you select exactly 
the right products for your machines. Call him. 

He'll advise you about all other office supplies, too 
...since there’s a Roytype prod- . 
uct for every office need. GYAL 

Royal McBee Corporation, 
850 Third Ave., New York 22, N.Y. SPECIALISTS IN BUSINESS MACHINES 
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WHY DESIGNERS DO A “DOUBLE-TAKE”’ ON 
TORRINGTON SELF-ALIGNING BALL BUSHINGS 


This Self-aligning Ball Bushing is designed for tough work...takes misalignment in its stride 
while supporting the heaviest radial, thrust or combined loads. Even low frequency oscilla- TORRINGTON 
ting operation can be accommodated. SELF-ALIGNING 


BALL BUSHINGS 
Self-aligning ball bushings, so simple and inexpensive, are often overlooked. Take a look 


at Torrington’s for the best solution to many misalignment and heavy loading problems. Series SBB 


(for industrial applications) 
Both the ball (inner ring) and the mating, spherically ground outer ring, are made from 
bearing quality steel. The outer ring has a cylindrical O.D. to permit normal mounting. Oil 
holes and grooves permit relubrication through either shaft or housing. 


All surfaces phosphate 
coated and treated with 
dry film molybdenum di- 


You'll find the Torrington Self-Aligning Ball Bushing is the most effective answer to tough, sulphide lubricant. 


heavy-duty problems. For details, call or write us today. 


progress through precision TORRINGTON BEARINGS 
THE TORRINGTON COMPANY South Bend 21, Indiana + Torrington, Conn. 


